























Columbia 


Lightning in its boating togs 
~ gas engine ignition 


) © - telephone and 
Columbia ie] 
. Dry Batteries - buzzers ¥ 


~ motor boat ignition 
—they last longer ~ heat regulators 


tractor ignition 
Starting Fords 
ringing burglar 

alarms 
protecting bank 

vaults 
electric clocks 
calling Pullman 

porters 
firing blasts 
lighting tents 

and outbuildings 

running toys 
radio “A” 
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Dry ceil 

Turow the switch and rock the engine. Away your boat spins with a bone in tea: TO ae 
. (TiN, aA 

her teeth. Sure-fire through the wet—that’s the Columbia Hot Shot. Its water- AND ALL 

proof steel case can’t leak a drop. Dew, rain and the waves that slap across the py ‘ 

bow cannot harm the Hot Shot. It’s still loaded with lightning-fired power. setae 

Skipper, there’s a Hot Shot crew in every port. Sign ’em on for life and they’ll 
work through every watch. 


Don’t just ask for “a dry cell.” Ask for Columbia Dry Batteries by name and 
get 100% battery efficiency. Columbia Dry Batteries are sold by electrical, hard- 
ware and auto accessory shops, marine supply dealers, implement dealers, garages 
and general stores. Columbia Ignitors can be purchased equipped with Fahne- 
stock Spring Clip Binding Posts at no extra cost to you. 
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Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc., NEW YORK — SAN FRANCISCO 


Canadian National Carbon Co., Limited. Toronto, Ontario 








trade papers. 





olumbias are “busting” sales record 


MORE battery for the money — MORE insistent demand from users — 
MORE national and local advertising — MORE sales by the dealer — 


DEALERS who are stocking Columbia Dry Batteries are 
making sales and making money. Columbia advertising sells 
Columbia Batteries. The batteries “make good” and make 
repeat customers. You make good profits. In a nutshell, 
that’s the Columbia Battery story. Ask your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC., New York—San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


TO) (Thrill 











‘The Jobbers Salesman 


REG. U.S. PAT. OFF. 


HOWARD EHRLICH, Editorial Director 
HENRY W. YOUNG, Managing Editor 





CHICAGO, JULY, 1924 No. 7 





FINE spirit of co-operation was 
CONTENTS evinced by the electrical sup- 
ply jobbers in furnishing statistics of 
" ’ ; their 1923 sales. This made possible 

How Much Electrical Jobbers Sold in 1923.00... the leading article in this issue which 
Results of an Investigation of the Volume of ais Done demonstrates once more the impor- 
By Jobbers in United States and Canada in 40 Key Products. tance of the jobber in merchandise 
distribution. It was doubtless a con- 

Radio Set Inspections Build Summer Business—By D. C. Wallace siderable task to many to furnish the 


Keep the Customer’s Set Working and Make a Profit at the figures according to the product di- 


S kT: PY ethedetes . : vision set fo j > questionnaires. 
Same Time—‘Spare” Tubes, Battery Renewals, Rejuvenated vision set rth in the questionnaires 
a Ihe response was so hearty, however, 


Antennas. : 
that a return was received, many 

Intensive Cultivation—By Frank Farrington. c 5 tines. greater that. whieh gevere- 
mental and insurance experts deem 

It is a Wise Salesman Who Sees the Chance of heieesietiie necessary to give an accurate esti- 
His Efforts by Helping Small Concerns to Grow. mate in any field. It is unfortunate 

P , ? ‘ i : that we cannot see and thank every- 
Danger in Blindly Accepting the Negative Point of View—By one personally for this co-operation 
Howard Ehrlich ..... 11 but hope in these few lines to 

All New Ideas and Plans Cannot be hei Tested and Suc- express our appreciation and thanks. 
cess-Insured. It is Surprising How Often You Can Try the Undoubtedly this investigation and 
Impossible and Get Away with It. analysis of the volume of business 

: done by jobbers will become a _ per- 


The Sources of Power—By Dr. Frank Crane... manent annual feature and we hope 
that the findings in regard to the 


Eternal Problems of the Sales Manager.............. ee rae | industry made each year will in a 
Answers to Six Questions Relative to the Operation of a rs repay those who extend their 
Sales Department. — 





Market for Electrical Supplies... 


Hot Springs Meeting Breathes Confidence EXT month the announcement 


Jobbers Have Fewer Worries and Enjoy Inspiring Adlivitieds of the winners in THe Josser’s 
and Outdoor Recreation. SatesMAN Beauty Prize will be made. 
Everybody seems suddenly to have 
Photographs of Jobbers at Hot Springs Convention... become very much interested in the 
, . contest and photographs are coming 
Men You Should Know—H. R. Worthington........... la in every rely Selene July 15, which 
is the closing date of the contest 
there ought to be one or more repre- 
Electrical Supplies : de eRe I RY DN 34 sentatives from every jobbing estab- 
, lishment in the country—some are 
Appliances ..... < agffh---nnnnnnenneennsnnee “-- 41 sending in as high as half a dozen. 

; : There is no limit to the number so 
Eiunsigation os ‘ = : ; aon Ad long as the girls are employed in a 
Purchases and Stock_. : = a 54 jobbing house. Also any contestant 
may enter as many pictures as she 


68 | desires. 


Beauty Prize Contest 
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mu Wherever 
Wire and Structure Meet 


—— HREAD it through the hole—that’s all there is to running wires 
| National Products with these labor and time saving National Brackets. 


eae by crag = 








From massive mill to cozy bungalow, wherever outside wiring is 
| pee crp pt pacer pe 4 * “ “a 

= eae to be lead to buildings, you can do it easier, quicker, far better and 
FLENSTEEL AR ARMORED CABLE end CONDUIT at less cost, with National Brackets. 


wh af minimum cost 


ee jas oo sepahber sath — 


Wires can be run, attached or merely threaded—from any angle. 
And every insulator is designed to withstand a load of 350 Ibs. 


| NATIONAL METAL MOLDING and FITTINGS 
For circurt extenssons and 


ee eo Break off an insulator and there still remains a stout U-bolt that 
| NATIONAL CONDUIT and CABLE FITTINGS holds the wire secure. 
Locknuts—Bushings—Box connectors 
NATIONAL OUTLET BOXES National Brackets first of all are built for enduring service. 
LIBERTY WIRES, CABLES ané CORDS And then they give you in addition a new standard of conven- 
For 600 volte or less - . 
aictiit netbeans mates ience and substantial economy. 


AUTO-STEELFLEX METAL CONDUIT , 


For the electrical circuits of motor vehicles 


NATIONAL CARBURETER, HEATER 
and EXHAUST TUBING 


ee gin Metal Molding Company 


WORLD'S LARGEST PRODUCERS OF ELECTRICAL 
CONDUITS AND FITTINGS 


1114 Fulton Building, Pittsburgh, Pa. 
Represented in All Principal Cities {5s} 
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Editor’s Page 


“Keep After the Vacationists”’ 
Ves above quotation, borrowed from an 


advertisement in this issue, points the way 
to a merchandising opportunity for the in- 
dustry. 

Thousands of dollars will be spent by a vaca- 
tion-bound public during the next few weeks. 
Sporting goods stores, hardware stores and 
other merchants in many lines, fully alive to the 
possibilities, have made elaborate preparations 
to supply the demand that characterizes this sea- 
son of the year. , 

Electrical dealers, also, can and should par- 
ticipate in this business. ‘There are numerous 
electrical products that will add to the comfort 
and enjoyment of a vacation. Flashlights and 
batteries, portable radio sets, electric curling 
irons, small electric fans, household cooking de- 
vices, ete., lend themselves admirably to fulfill- 
ing the vacationists’ needs and should be brought 
conspicuously to the attention of the public. 

Jobbers’ salesmen can well afford to devote 
some of their time to helping their dealers get 
in line for this business. An elaborate cam- 
paign isn’t necessary or desirable. Just let the 
public know that there are many electrical ne- 
cessities that should be included in their list of 
vacation needs. A good window display will 
probably be all that is necessary. But at least 
do that. 

* * * 
The Rating of Condensers 

HE vast majority, if not all of the manu- 

facturers of variable condensers. as well 

as the jobbers, dealers and radio buying 
public, have always referred to variable con- 
densers by the number of plates and not the 
capacity. When analyzed, as one manufacturer 
points out, this is a misnomer. 

If you were to be met on the street by one 
of your friends and asked how much money you 
had in your pocket, you most certainly would 
not say that you had 25 coins. You would say 
that you had so many dollars and cents. To 
say that a condenser is 10 plate or 20 plate is 
Just as sensible as the first mentioned method 
of counting your wealth. Capacity is the only 
item that counts. 

Where a capacity of .00005 mfd. is prescribed 
i any given circuit, assuming that all conden- 
sers are as near mechanically and electrically 
perfect as they can be made, the number of 
plates will vary according to the ideas of the 
respective manufacturers on the question of 
dimensions of either stator or rotor plates. 





It is to be hoped that manufacturers will soon 
swing over to this method of rating’ which will 
mean something and which jobbers and dealers 
will find can be used just as easily. 

* * * 


Our Friends the Hardware Jobbers 
TATISTICS of the hardware jobbing 
business are admirably set forth in a chart 
recently prepared by the Hardware Age. 
This shows that there are 794 hardware jobbers. 
Their combined capitalization is $324,430,074. 
They employ 9,000 salesmen. 

In the electrical jobbing field we bewail the 
complexity of the business—the tremendous 
number of lines and items that represent the 
sum total of electrical products. But the hard- 
ware jobber has his problems also. In the tabu- 
lation referred to there are shown 60 major 
groups of products, which he handles, four of 
which fall in the electrical field. Speaking of 
these four, 509 of their jobbers handle electrical 
household specialties, 304 handle electrical sup- 
plies, 663 handle flashlights and batteries, and 
141 handle radio apparatus. 

* * * 


Still Ahead of Last Year 


K HAVE just completed a flying trip 
covering five states and 11 representa- 


tive middle west cities. Expressions 
from the various jobbers on 1924 business are 
interesting because they cover the experiences 
of the past few months as well as their expecta- 
tions for the balance of the year. 

Each jobbing center depends for a large 
measure of its business on building. Some serve 
industrial, mining or agricutural sections and 
are dependent on the amount of activity in the 
principal industry in their respective territories. 
When any of these industries slow down or sus- 
pend, the electrical jobbers find business falling 
off. 

The composite statement of all the jobbers 
interviewed is that business has been quiet for 
several reasons, chief among which was the back- 
ward season with its excessive rain and_ pro- 
tracted cold weather. Fan sales were held 
down and the usual spring rush of wiring re- 
tarded. 

The silver lining lies in the almost unanimous 
report of increased business in 1924 over 1923, 
and the fact that those who set quotas calling 
for a legitimate increase this year are thus far 
ahead of their schedules. In other words while 
frankly recognizing the falling off of sales, the 
jobbers are enjoying increases over last year. 
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Approved by Good Housekeeping Institute 








You don’t say that summer means the time 
when you can’t sell anything in particular, do 
you? 

Summer time is harvest time with Liberty 
Hot Plates. Their hot weather appeal gathers 
the dollars for you and your dealers. Just 
think— 


Cool, comfortable cooking on hot sultry days. 
Every woman needs a Liberty to keep her 
away from the suffocating, wilting heat of a 
stuffy kitchen. She needs Liberty’s quick, 
concentrated cooking power—conveniently 
used wherever there’s an electric outlet, on the 
veranda, in the dining room, breakfast nook, 
kitchen, nursery or bath-room. A snap of the 









Liberty Hot Spot 


Leader of the Liberty line, and Aristocrat 
of the Sales Counter. A fast seller and sure 
profit-maker. $3.85 retail. $4.20 west of 
Rockies. 





Sturdy, long-lived, handsome. Built of steel, 
heavily nickeled, genuine Nickel Chrome 
heating element, deep groove white porce- 

lain brick element base, standard two piece 

plug, six feet asbestos covered heater cord, 
— rustless detachable handle. Button 
eet. 


Guaranteed for one year. 


























switch and breakfast, luncheon or dinner are 
on their way to quick completion— 

For healthful, restful summer days are incom- 
plete without the handy, incomparable Liberty 
Hot Plates. 

Exactly what you want—a summer feature. 
Liberty Hot Plates are the fastest moving hot 
weather merchandise. Just pound that home 
to your dealers—show ’em how summer time 
is harvest time with Liberty Hot Plates. Swell 
your dog-days’ sales volume and earn your 
dealer’s good-will! 

(P. S. And say—why not present a Liberty 
to the wife and have her keep that school girl 
complexion? Take her out of that inferno 
kitchen !) 









ee 
IBERTY USERS BECOME APPLIANCE BOOSTERS 


The Liberty Gauge & Instrument Co. 


World’s Largest, Exclusive Makers of 
Electrical Hot Plates 


6545 Carnegie Ave 


New York Office 
132 Nassau St., 
New York City 








Cleveland, Ohio 







Pacific Coast Office 
716 Byrne Bldz.., 
Los Angeles, Calif. 
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How Much Electrical Jobbers 


Sold in 1923 


Results of an Investigation of the Volume of Business Done by Jobbers 
in the United States and Canada in 40 Key Products—Total 
Sales of All Products Nearly $600,000,000— 


tied with the results that were shown for his 1923 


Comparison With 1922 Sales 


purchases, approximate 1922 sales figures have been ar- 


Te E electrical supply jobber has reason to be grati- 1923. However, by applying a fair differential to 1922 


efforts. The sales made in that year were approx- 


imately 100 million dollars more than in 1922. In all of of comparison. 


the most important lines a 
healthy growth was in evi- 
dence. One new comer, radio, 
outstripped all previous rec- 
ords, and incidentally marched 
up to the head of the class. 

These and other interesting 
facts have been brought out in 
an investigation just completed 
among the electrical supply 
jobbers of United States and 
Canada, by Tue JoBpBperR’s 
SALESMAN. Assisted by a fine 
spirit of co-operation on the 
part of jobbers large and small 
in all parts of the country, 
sales statistics have been col- 
lected during the past three 
months that very accurately 
picture the sales conditions of 
the industry in 1923. These 
fizures are tabulated and chart- 
cc on the next page. 

\ study along similar lines 
wes made last year, for 1922, 


although purchase figures were obtained at that time in- 
id of sales. figures. Also, the classification of key 


st 








HE public bought electrical 

products through electrical 
jobbing channels in 1923 for 
which it paid nearly $800,000,- 
000. This represented a sub- 
stantial growth over 1922, and 
the electrical Jobber continues to 
hold his place in the sun as a 
very important factor in the 
great problem of distribution 
that confronts the electrical in- 
dustry. The figures on 1923 
sales presented in this article 
were secured from an unusually 
complete return made by job- 
bers throughout the United 
States and Canada and consti- 
tute an accurate estimate. 








produets was changed somewhat in the investigation for real merchanising 








rived at and are presented in a parallel column by way 


The estimated sales of 680 
jobbers of record, in the 40 
key products alone, amounted 
to $541,145,000 in 1923. In 
making their returns, however, 
the jobbers also reported their 
total sales of all products, 
which brings the grand total 
up to $573,240,000, or an 
average of $843,000 per job- 
ber. 

It is not surprising to see 
radio head the list in 1923, 
although many would not have 
expected to see it so far over- 
shadow the rest—almost $30,- 
000,000 above its nearest com- 
petitor, incandescent lamps. 

The old standbys, rubber 
covered wire, wiring devices 
and weatherproof wire main- 
tain the same positions in re- 
lation to each other as in 1922. 

Residence lighting equipment 
has stepped up from fifteenth 


to tenth place with an increase of several millions of 
dollars over 1922, and in this is to be seen the effect of 
methods in- (Turn to page 42) 
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Sales of Electrical Supply Jobbers in 40 Key 
Products for 1923 as Contrasted 

With 1922 

No Product 1922 Sales 1923 Saies 

l. Radio Sets and ‘Parts..............:...0.<:.! $43,570,000 $97,178,000 

2. Tnopndestent Wiemps 2.225... Sees 69,169,000 

3. Rubber Covered Wire.......................... 36,750,000 46,783,000 

i. Wasine Deviees: ......z.....0.... 34,701,000 45,947,000 

nd) + NS het toe ta Oe Be ee .... 27,500,000 35,808,000 

x 6.: Weatherproof Wire ...................0.00....... 27,000,000 22,871,000 

ey 7. ‘Tran: (Motom’ .....iic.2.. ee eae sesh reat 15,000,000 16,037,901 

y ; . 8. Commercial Ltg. Equipment.............. 10,900,000 = 15,825,000 

g Chart showing relative values of 9, “Glothes Washers m2. 14,054,000 = 15,213,000 

S sales of 40 products in 1923, from 10. Residence Lighting Equipment.......... 10,526,000 = 14,059,010 

2 the right hand column of the adja- li. Condeit ittings . oo... ack cece. 9,476,000 13,995,000 
hs cent tabulation. For further par- 12. Transformer, Insulators and other 
fe) ticulars see article on preceding Central Station Distribution Equip- 

oS RONEG nto. oer es ee . 19,092,000 13,575,00 
Ss) ee 13. Power Motors & Controlling Equip- 

« eee et cee eseeeseeeeee 12,928,000 13,269,005 
14. All Other Heating Devices except 

Chase: TbCG RRO W «occ. .oc.ccccsesccee cons cces sae 12,960,000 = 12,806,000 

1s. Pole Line HMardware............................ 12,450,000 = 12,465,060 

WG, FOWGB -Sos aceks sn dacs davednicccsscesciicesticncscc. “ODRGGO 11,689,000 

” 17. Electric Flatirons ................................ 8,842,000 10,143,000 

S 18. Safety Switches 2000000000000... 7,091,000 9,751, 00" 

8 19. Electric Ranges ........ ea ee 3,778,000 9,195,090 

N 20. Panel Boards, Power & Lighting.... 4,076,000 8,505,000 

S 91: - Wacaum Sweepers: ..c2600 ccc. cce icc 7,887,000 8,300,000 

© OO TR oe hd Bos ckitintcreciotcnGauwice: eee. 7,046,009 

mF 28. Dry Batteries ................ Dot iphone ee ae et ner 5,893,000 

v 24. Flashlights ................ ice cectee testes, 8,870,000 

S 25. Storage Batteries ................... vee 4y573,000 5,430,000 

S 26. Measuring & Testing Instruments..... 3,854,000 3,193,000 

ii Bis WAR P6 Seeing a ........ 98,067,000 2,538,000 

28. ‘Fractional H.P. Motors ......:...:.:......... 2,166,000 1,706,006 

29. Ironing Machines ........ <assevscrcecous | AGB OUO 1,270,060 

30. Annunciators and Bells.............. ... 2,500,000 1,189,000 

31. Ventilating Equipment —................... 1,844,000 922,000) 

S 32. Lighting Arresters ............. spl g eel. ad 1,741,000 869,000 

$ 33. Construction Tools ........................ : 844,000 645,000 

= 34. Vibrators and Hair Dryers................ 526,000 567,000 

> 35. Soldering Paste ......... Loe 358,000 567,000 

36. Portable Electric Tools......... . : 500,000 360,000 

a7... Violet Ray Machines................:.......... 291,000 226,060 

38. Fire Alarm Systems.... ; Re 946,000 123,00! 

39. Farm Lighting Sets loi . 280,000 113,000 

40. Dish Washers ........ ; 1,828,000 85,000 
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Radio Set Inspections Build 
Summer Business 


Keep the Customer’s Set Working and Make a Profit at the Same Time— 
“Spare Tubes,” Battery Renewals, Rejuvenated Antennas 


By D. C. WALLACE 


Manager Radio Dept., Peerless Electrical Co., Minneapolis, Minn. 


VERY radio set in a community should be in perfect 

operating condition at all times. This would be a 

condition conducive to more sales of sets. A set 
that does not function at its fullest capacity, or worse 
yet, does not function at all, is bound to cause comment 
in the neighborhood, with the consequent mental shunning 
of radio sets. 

The jobber, through his dealer, 
should see that an attempt is made 
to have all sets working satisfac- 
torily. It seems that practically all 
the great outdoor sports are broad- 
cast as they occur. Many of them 
are broadcast play by play. Our 
great prize fights have always been 
broadcast and they are nearly always 
held in the summer time as only then 
are the outdoor arenas available, and 
only then will they permit the vast 
throngs to use them in comparative 
comfort. Consequently we have the 
broadcasting of these fights in sum- 
mer. Radio has increased usefulness 
in the summer time. 

Baseball games, auto races, out- 
door band music, municipal enter- 
tainments, political campaigns, and 
other features are broadcast only in 
All these and 
many more attractions make it espe- 
cially desirable that the receiving set be looked over. 

The dealer should play this hard. The B_ batteries 
should be inspected on all sets. They should be tested 


the .summer time. 


carefully, making sure that they are within 15 or 20 per 
cent of their normal rating. This means that if a B 
battery is normally supposed to read 221% volts and has 
dropped to 18 volts it is ready for the discard. Merely 
adding another B battery will not bring the best of 
The fact that the B battery shows only 18 
volts means that the internal resistance of the cells has 


results. 


increased to the point where the resistance has overcome 
the chemical action of the cells, When the voltage of the 
!} battery has dropped, the milliampere flow: has been 
practically cut off and except in a very few sets the 
ipplication of a new B battery will increase the distance 
inge greatly. 
Cases are known where the insertion of a new battery 


r one that read as high as even 20 volts brought in 


stant concerts that before were barely perceptible. In 
ler cases the new battery has reduced the frying noises 





D. C. Wallace 


and what were supposed to be other extraneous noises 
of the air. The dealer in making sure the customer's 
batteries are all right also builds up a good B battery 
business. This is particularly important in summer, as 
without frequent suggestion the customer is likely to let 
it go until fall. Once he has this attitude, and this 
attitude penetrates the community, the rest of the towns- 
people will also be letting the pur- 
chase of their radio sets go until fall. 

One other point is frequently 
overlooked in keeping a set in first 
class shape. There are not many 
autoists who would think of driving 
without a spare tire. They are 
anxious to do everything to make 
their pleasure and business trips free 
from trouble and wish to have noth- 
ing mar the joys of un-interrupted 
service. The average radio user 
seems to have overlooked the neces- 
sity for having a “spare” tube. The 
spare tube will enable him to make 
sure that his other tubes are in first 
class shape. More and more the 
spare tube idea is coming into its 
own along with the spare parts used 
along other lines. The baseball team 
has a spare ball, a spare bat. The 
game isn’t going to be stopped while 
some one runs down to buy a new 
bat in order that the game may continue. 

This brings us to another overlooked point. The new 
type XL filament (UV199, C299, UV201-A, C301-A) 
In fact their filaments will 
continue to burn long after their useful life is ended. The 


tubes are very long-lived. 


tubes will still continue to function after a fashion, per- 
haps, but the results are comparatively poor, as compared 
with the results which could be obtained if a new tube, 
or new tubes were inserted in their places. 

The spare tube, in this case, may be used to determine 
if the tubes in use are really in first class shape or if they 
have served their normal life. If they still function, but 
are not up to first class shape, they in turn may be used 
Then there will be no danger of the 
set becoming inoperative due to an actual burn-out. Tubes 


as the “spares.” 


other than the XL type do not show this decrease in fila- 
ment emission except in rare instances. Their useful life 
is usually indicated by an actual burn-out. To make sure 
that the set is functioning at its best, suggest, and strive 
to place in the possession of every tube set user, a spare 
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tube. This in itself offers a good field for the sale of 
tubes. 

Now that the warm weather is here, the antenna should 
be looked over. A sooty insulator is oftentimes a source 
of loss. In the ship radio operating service, operators are 
required to take the antenna down periodically, go over 


all the connections 


programs. With so much money tied up in the installati 
of their powerful transmitters, the small additional out! 
to assure the best of programs is only incidental, wh: 
taken separately the cost of the programs is staggerin. 
in the immense expense involved. If the public can | 
made to realize the immense possibilities, and the fin 
programs in store f«: 





and make sure they 
are tight and solid, 
then vaseline the in- 
This latter 


process takes the soot 


sulators. 
from the surface and go until Fall.” 
makes it so the mois- 
ture does not pene- 
trate into the minute 
pores of the insulator. 
Ship operators are luxuries. 
taught to realize that 
the antenna is a very 
important part of the ard. 
installation and any- 
thing they may do to 
keep its efficiency 
high is bound to do 
the installation as a 
whole, much good. 
In the case of the 


broadcast him. 


listener, 


bss BUILD up B battery business in the summer 
is particularly important. 

gestions on renewals the customer is prone to “let it 
Your dealers should not let this atti- 
tude permeate the community. 

Equally as important is the spare tube, and it is 
coming into its own along with spare parts in other 
lines which the public regards as necessities and not 
The spare tube, aside from its value in an 
emergency, is the only means by which the user can 
readily determine if his other tubes are up to stand- 
If they are not, many of his troubles which he 
has been laying to static and poor summer reception 
generally, may be overcome. 

It is the dealer’s duty as well as a profitable privi- 
lege to see that the receiving sets of the community 
are checked over thoroughly, and it is none the less 
the jobber salesman’s duty to impress this fact upon 


them this 
many sets will } 
sold. The job of thi 
dealer and the jobber 


summer, 


Without frequent sug- 


is to help along the 
feeling that the sta 
tions are there, th 
concerts splendid, and 
all that remains is 
for the man to get a 
receiving set to have 
unlimited entertain 
ment and beneficial! 
market reports, news 
items, sermons, and 
lectures. 

The radio bug type 
of listener in should 
be encouraged in his 
activities throughout 
the The 
more he talks of his 


summer. 





set and the results he 








the insulators are not 
expensive, and the 
replacement cost is but a few cents. Even new antenna 
wire is not expensive and best results can be expected 
from an antenna which has new clean insulators and new 
clean antenna wire, carefully soldered at the joints. 
Dealers who are on the job at all times can build up their 
summer installation work, make friends, and increase 
prestige by devoting time to improvement of existing 
antennas. 

Few people realize that within a few weeks we will 
have six powerful broadcasting stations in operation. 
These six stations will each have an output of 20 kilo- 
watts. Twenty kilowatts is just 20,000 watts, 20 times 
as strong as a 1,000-watt station is, 40 times as strong 
as the 500-watt stations generally installed throughout 
the country, and 200 times as strong as the 100-watt 
stations. It almost seems incredible that these stations 
have such enormous power available, and use it as it 
seems necessary. When special events are to be broad- 
cast, these stations go on the air with the full 20 kilowatts 
of energy radiating from their antennas. Their regular 
programs are not always broadcast on such high power, 
but as the necessity arises the power is increased. 

These six stations are Oakland, Calif., Hastings, Nebr., 
Pittsburgh, Pa., Schenectady, N. Y., Springfield, Mass., 
and the one station not quite finished, Denver, Colo. 
WEAF, New York city, we also understand, is licensed 
to use the 20 kilowatts but rarely uses its full power due 
to the congestion in New York city. 

It can readily be seen that with such stations as these 
coming to the front, radio programs will continue to 
improve, and continue to get louder and stronger from 
day to day. Coupled with this, we find that it is these 
stations that are among the ones furnishing the best of 





is obtaining the better 
it is for all concerned. He should be made to feel that 
it is a definite achievement to receive well through static, 
and the better he receives, the more interesting and useful 
the experiment. 

It seems unreasonable to believe that a man made radio 
transmitter of 500 watts (14 kilowatt) power can hope 
to contend with Nature’s tremendous broadcasting: sta- 
tions. 
times—these probably discharge at a rate of millions ot 
kilowatts. Suppose there is a lightning storm in Texas, 
and we are attempting, from Chicago, to hear a concert 
from New York. 
and if the lightning was of 500 watts, we could probably 
tune it out. Such is not the case; Nature does not rate 
her broadcasting stations in watts. 

The modern radio receiver is really wonderful when 
one stops to think of it. The writer has actually listened 
to radio concerts a thousand miles away when lightning 
could be seen on the horizon. In other words, the broad 
casting station one thousand miles away with its 500 watts 
was actually as loud or louder than the powerful blasts of 
Nature’s broadcasting station some twenty miles away. 

More than one radio listener has reported this sam 
thing. The dealer, however, could well note the horizon 
before giving a demonstration, even listen in at home to 
make sure that he has not picked a poor night for lis 
demonstration. Sometimes for a night or two “‘static,” 
as Nature’s broadcaster is called, will actually get tli 
best of the radio fan, no matter how he tunes. He should 
be encouraged in trying the static reducing types 0! 
antenna. Country dwellers, or those who live on t!: 
outskirts of town should install the Beveridge wire. \ 
good size would be 1200 ft. long 


Nature lets loose fearful flashes of lightning at 


The distances are somewhat the same 


(Turn to page 80) 
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Intensive Cultivation 


It Is a Wise Salesman Who Sees the Chance of Intensifying His Efforts by 
Helping Small Concerns to Grow 


By FRANK FARRINGTON 


HE volume of orders turned in by the salesman for 
an electrical supply jobber is not dependent upon 
the size of his territory. The salesman with the 
largest territory is seldom the salesman whose sales total 
is largest. 

Intensive cultivation of small plots of land by farmers 
who have applied scientific methods to their work has 
made some small farms pay much better than others of 
times their size. 


several The products of the soil in 


Belgium before the war were worth per acre many times 
the return brought by the broad acres of many of our 
western farms. 

It is very rarely that a farm or a business is cultivated 
to the fullest extent of its possibilities. It would be very 
hard to find a salesman who has done absolutely all that 
could be done with his field. 

Farmers and gardeners are turning to more intensive 
measures, and if the salesman is not to admit that the 
farmer has him beaten in intelligence and in business 
ability, it is up to the salesman to do some intensifying. 

The other day I met a traveling man who is a friend 
of mine and the representative of a wholesale dealer in 
electrical goods. 

“What's the matter with vou?” I asked him, “You 
look as if you were expecting any minute to get word that 
vou'ye been fired.” 

“IT didn’t know it showed on my face like that,” he 
replied, “but that’s about the situation. The trouble is 
they gave me this territory that hasn’t a corporal’s guard 
ot big buyers. Most of my customers are hardware stores 
and drug stores and the like. Then they expect me to 
run up a sales volume like some of the fellows who have 
a lot of live electrical stores on the list. They ought to 
give me a bigger territory, or something.” 


“The trouble with you,” I told him, “is that vou want 
to hop from one big buyer to another, and from one big 
town to another. You want to hit the high spots and 
not bother with the little fellows. 
its territory like that, it would need only about half a 


If your house allotted 


dozen men and they would cover the whole United States, 
and it wouldn’t have the volume of business it ought to 
Most of the 
trade wouldn’t be reached at all, and the traveling force 


get out of the three states it covers now. 


would spend most of its time traveling instead of selling. 
Orders would be twice as big and expense accounts four 
times as big. 

“Now, vou do a little figuring,” I continued. “If you 
were hitting only the high spots, it would mean calling 
on about one good buyer per day. Your experience ought 
to teach you that you wouldn't sell to all of those buyers. 
As it is 
now, you can pick up from three to six orders a day, and 


You might average four good orders per week. 


I'd be willing to bet something that the weekly total would 
beat what you could get on the other plan—if vou’d work 
for all the orders you can and to make them as big as they 
ought to be.” 

Here was a salesman who had behind him as good an 
electrical jobbing service as was represented in his ter- 
ritory. His prices were right; his lines were first class. 
He was likely 


intensive 


to be fired because he wasn’t doing the 
He had the big 
order bug. He hated to fool with the little buyers. 


work he ought to be doing. 

I could see just what his sales manager knew ought 
to happen. This man ought to be allowed to resign, his 
place being taken by a salesman who would pay all proper 
deference to the big buyers, to the electrical contractors 
who, when they bought, bought for big jobs and important 


sales. But this new man would be one who would take in 
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Intensive Cultivation of Your Territory 


Means Just This 
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all the small buyers, who would not call on the big and 
important Central Electrical Supply & Equipment Co., 
and then on the way to the hotel or train, pass right by 
Dimbel’s Hardware where a full line of lamps, batteries, 
and household electrical appliances was carried as a side 
line. 

The house wants its representatives to get as many 
orders from each town as they can get, but the salesman 
should remember this; the sales manager is after all only 
the sales manager and he cannot know the field as well 
as the traveling man who is covering it trip after trip. 
The intensive development of the field is very largely a 
matter of the salesman’s interest. It is up to him to do 
the real digging. 

If the electrical salesman always waits for the house 
to notify him of any new prospects in his territory, he 
will often find he is getting to the new buyers just after 
they have placed their orders with someone else who did 
not wait for advices from the home office. The house 
is watching for new customers, but it is watching from a 
distance. The salesman is right there: on the ground 
every so often and if he keeps his eyes and his ears open 
he may be the first to learn that So-and-So is just install- 
ing electrical apparatus as a side line. 

The salesman for an electrical jobber ought to get 
into friendly conversation with salesmen in other lines 
selling to such dealers as are likely to consider the 
handling of electrical goods as a side line. In this way 
there may be an exchange of tips. 

The local newspapers will often, through their adver- 
tising pages, give evidence of the existence of local 
along 
the street, and not known to the trade as a whole. When 
the local paper carries advertising of a department store, 
a drug store, a hardware or a sporting goods store, 
announcing the sale of certain specialties in the elec- 


markets that are not obvious to the man passing 


trical line, it may offer a new prospect for such goods as 
the jobber carries. 

When the salesman gets a clue from something he 
reads or hears, he need not wait to write to the house and 
see whether they know anything about it. He can find 
out for himself while he is on the ground. 

There are new stores being opened, new lines being 
added in established stores. To neglect to call on any 
but the known important buyers is to miss the chance of 
getting in with the growing fellows. 

The manufacturer’s salesman may find it expedient to 
call on only ope or on only certain of the leading elec- 
trical stores in town. His customers may want protec- 


tion on certain lines. The jobber’s salesman usually 
finds the most successful business obtainable by selling 
He calls on 


He 


He ships in such quantities as 


to just as many buyers as he can interest. 
his trade oftener than the manfacturer’s salesman. 
sells to more customers. 
are adapted to the buyer’s needs. 

The jobber’s salesman who is alive to his opportu- 
nities will see here and there chances to help a coming 
dealer, a growing young business. He may give such 
attention and service to some little fellow just opening 
a shop on a side street as will gain that buyer’s good 
will and make him stick to that particular jobber in the 
face of competing jobbers’ solicitations after the busi- 
ness has become much more worth while. 








The salesman may note that certain electrical line 
are not handled well in a town. He may not be able t: 
get any of his regular customers to take a proper interesi 
in those goods. Under such conditions it may be pos 
sible to find an aggressive merchant who is not handling 
electrical goods at all who can be induced to stock them 
and who can be counted on to give the line better adver- 
tising and merchandising backing than it would get fron 
existent dealers. 

It is a wise salesman who sees the chance of intensify 
ing his efforts by helping smaller concerns to grow. Tv 
call on the little fellow regularly and gain his friendshi)) 
and then to show him how to make use of some plan you 
have seen used elsewhere, is to make that prospect a 
better friend and a bigger buyer. 

The assistance given a customer or prospect that helps 
that dealer to increase his business, is like bread thrown 
upon the waters. It will return in the form of increased 
orders. 

Cultivating your field intensively begins with doing 
something for the field, for the prospective buyers you 
hope to sell some day. The farmer has to fertilize the 
land and sow seed to get his first crop, but he can’t stop 
there. He must continue to fertilize and sow, and the 
salesman must continue to put his efforts into the devel 
opment of trade or he will not get his second crop any 
more than the farmer would. 


A farmer might have an orchard of a hundred trees. 
He might gather the fruit from those trees regularly, 
but neglect to plant new trees or nurse along the young 
In time his orchard would shrink in numbers to 
He needs to add new trees 
and he needs to prune and spray the old and cultivate 
Thus he increases his crops from 


trees. 
insignificant proportions. 


the soil around them. 
vear to year. 

And the electrical salesman must add new customers 
to take the place of such as are lost through unavoidable 
means. He must help established customers to build up 
their trade, in order to make them larger buyers. He 
can help his customers to sell more goods and to grow. 
If he does, he will get an increasing share of their whole 
trade. 

You want to add as many new customers as you can 
but you need to bear in mind that it is a mistake to 
neglect regular customers in order to land new ones of 
It takes less work to hold an old cus 
tomer and to make him a better buyer than to land a 
new customer. 


uncertain value. 


The more you intensify the work in your territory, thie 
less trouble you have with competition. If you hit only 
high spots, you find that the higher the spot, the hotter 
A tight little territory intensively cul 
tivated and returning all the business it can be made to 
produce is much better for all concerned than the same 
amount of business coming from a big, rambling terri 


the competition. 


tory of scattered prospects. 


New business, new prospects, new opportunities, arc 
censtantly arising in the field of electrical merchandise. 
If you don’t dig for this new business and dig hard every 
day, you will see it going to competitors who care less 
about saving themselves than about producing all t! 
business their territory will give. 
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Danger in Blindly Accepting 
the Negative Point of View 


All New Ideas and Plans Cannot Be Acid-tested and Success-insured. It Is 
Surprising How Often You Can Try the Impossible 
and Get Away With It 


By HOWARD EHRLICH 


VERYBODY in the electrical business has heard 
E of the story of the apparatus salesman who in the 
early days heard a competitor, in his argument to 

a municipal committee, refer to hysteresis. Not know- 


of the faney horse-blanket lining. Consider the motor 
car: Not so long ago cars were built with tonneaus which 
buttoned up the back and were entered in the manner 
now in vogue only on a Black Maria. Last year the boys 





ing —any more 
than the committee 
did—what or why 
hysteresis is, this \ : a eS 
chap, when his 
turn came, de- 
clared that his 
apparatus would 





deliver just double 
the amount of 


bought cars which 
vou step into like 
=| a bath tub, while 
the ladies bought 
rolling boudoirs. 
Consider any old 
piece of merchan 
dise you please 

excepting electric- 
al merchandise 





hysteresis of any 
other machine 
made. 


The old timers 
laugh at this story, 
but in the interest 
of better business 
it would be better 
if there were more 
of that kind of 
salesmen working 


for the electrical it gets. 














and you will ob 


UCCESSFUL merchants are those who sell what the | Serve that the 

customer will buy. Consider any old piece of merchan- 
dise you please—excepting electrical merchandise——and you 
will observe that the manufacturer and the trade do three 
things: First of all, they try to sell; then they try to sell 
something better or at least something higher priced, finally 
they supply what the public wants to buy. When the public | ter or at least 
tires of an automobile modeled after a governess cart and 
wants a skimming dish or a Jewel box on wheels. that’s what 


manufacturer and 
the trade do three 
things: first of all, 
they try to sell: 
then they try to 


sell something bet 


something higher 
priced; and finally 


they supply what 








jobbers of today. 
If there were, the industry would not be so thoroughly 
sold on negatives. We would not be so quick and positive 
in discerning and declaring that things can’t be done. We 
would all be out more often trying to do the impossible 
ind getting away with it. 

Not that anyone advocates ignorance as an essential 
to sales success. But I feel that our industry is denying 
itself many opportunities for expansion and profit through 
i tendency to accept the negative point of view blindly, 
ind by demanding that all positive and constructive ideas 
be acid-tested and success-insured, that they be backed 
v a bonded guarantee and certified fool-proof by various 
ommittees and boards. I feel that, speaking broadly, 
this industry is argus-eyed when looking for a place to 
‘est, and not only blind but deaf and halt when the march 
{ progress gets in motion. This attitude has cost us 
uch business and cost us much profit. 


It is common observation that successful merchants are 
ose who sell what the customer will buy. Consider the 
atter of overcoats: A few winters ago we bought over- 
‘ats for warmth, wear and outward appearance. Last 
ar a very large percentage of men bought coats because 


the public wants 
to buy. Inthe matter of overcoats they do not stress heat 
insulation when the customer wants a fancy lining. In 
automobiles they do not try to perpetuate a type modeled 
after a governess cart when the customer wants a skim 
ming dish or a jewel box on wheels. 

“But,’” we say, “our business is different.” 

It is. Different and less profitable. The “difference” 
is all too often of a sort that bookkeepers express in 
red ink. 

Let's get down to a specific case in our own business: 

There recently was inaugurated a central station 
campaign on store lighting by the same central station 
co-operating with the same manufacturers and the same 
jobber that started the now popular “daylight kitchen 
campaign” activity. This store campaign was a remark- 
able success just as the kitchen campaign was; it demon 
strated by actual sales that store lighting equipment is 
merchandise and not “fixtures,” that it can be sold by 
intensive campaign methods, and that it profits all con 
cerned. 

The whole plan was taken to a large jobber, and it was 
urged upon him that he should get (Turn to Page 58) 
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ITE earliest source of power was the hu- 
man being. Man did the lifting, puiling 
and hauling. Then came the beasts, as the 

horse, the ass and the ox. But these forms of 

power are imperfect, expensive and wasteful. 

Civilization advances 
as man learns to use the 
forces of Nature. The 
expansive force of steam 
now does the work of bil- 
lions of human hands and 
horses’ shoulders. The 
power of electricity, that 
once cavorted like a wild— 
colt through the sky, has 
been broken to service, 
and has been substituted 
to do the work of a billion 
more hands, 

Little by little the com- 
mon human laborer who 
has nothing to offer but 
his muscle is being thrown 
out of a job. Human la- 
bor, in the sense of phys- 
ical force, is being gradu- 
ally pushed off the earth. 
More and more’ the hu- 
man mind is calling in 
the tireless genii of Na- 
ture’s energies to do its 
required tasks. 

We have hardly begun 
as yet to master the world we live in. 


We have 
barely scratched the surface of Nature’s ef- 


ficiency. There is the sun’s heat. There is 
the force in the rising and falling of the tides, 
which properly converted and stored might 
turn every power wheel upon our coast. There 
are vast uncharted fields in electricity we have 
not vet explored. It is not beyond the bounds 
of probability that electricity generated at 
Niagara Falls may be sent electrically by wire- 
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less and furnish ali the mechanical power need- 


ed in New York City. There is the boundless 
energy of water power that we have hardly 
begun to utilize and that some day may oust 
the use of dirty, cumbersome and expensive 
coal as motive power. 

Experiments have been 
made in Italy in the utili- 
zation of voleanic heat. 
converting it into motive 
power. And similar ex- 
periments are being made 
in Japan where there is a 
considerable constant vol- 
‘anie activity. 

An enormous amount 
of vegetation goes to 
waste every vear, fields 
of weed and sea grass. 
All this may possibly be 
converted into power. 
For whatever will rot 
will make alcohol, and it 
is only a question of time 
till aleohol shall super- 
cede petroleum products 
in the internal combus- 
tion engine. 

Then there is the pow- 
er to be loosed by the 
breaking up of the atom. 
a field presenting per- 
haps the greatest of all 
possibilities, a region into which the scientists 
have just begun to peep. It is not entirely 
extravagant to prophesy that the time shall come 
when man shall be removed from the necessity 
of almost all physical labor, at least for the 
purpose of supplying his food, shelter and 
transportation. Men can then use all of their 
energies toward cutting one another’s throats. 
and the great, noble and character building 
business of war. 
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Paul Joyslin, Sales Manager, the R. 
M. Laird Electric Co., Minneapolis, 
Minn., Who Gives Views on Six Major 
Problems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
| the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Hiring and Training Salesmen 


UR problem differs somewhat from that of the 
average house since ours is exclusively a city busi- 


ness and we do not employ road men. Our general 
policy, then, is to take our salesmen from our ranks after 
they have come up from the stock room through the vari- 
ous departments. In this way they absorb as they grow 
and at the same time, covering as we do the restricted 
city territory, they come more or less in personal contact 
with our whole trade long before they are put into strictly 
sales work. Personal friendships are thus created in 
advance, and those men whom, from personal character- 
istics and inclinations we believe to be fitted for sales- 
men, find that it is perfectly easy and natural to fit into 
the sales department when the change is made. 

As a consequence of this policy our turnover in salesmen 
is extremely low—we hardly consider it a factor. With 
two exceptions the men on our present sales force have 
been with us at least five years and some as long as 
10 years. One of the main reasons for this happy con- 
dition is, I believe, that all the men have been thoroughly 
sold on the house and its policies before they enter upon 
the sales work. 


Selling the Salesmen on the House’s Lines 

The policy of this company is to co-operate with the 
factory men in every way possible in lining up schedules 
and following through to the trade. 

The salesmen of our house are so imbued with the idea 
that the policies of the house are the right ones that they 
instinctively think of and sell the house first. This of 
course extends to the lines handled by the house, and this 
perspective leads them away from the competitive idea 
n lines of merchandise and into the way of selling them 
on the basis of service. In fact we stress this service 
dea more than anything else. The lines which our men 
ell they think of as representing the very best products 
hat can be selected to fit the requirements of the cus- 
tomers in this locality and with that thought uppermost 


price does not become the great question with them but is 
subordinated. 


Backing Up the Salesmen 

In a systematic way we give the salesmen all the usual 
forms of help plus a great deal of personal assistance 
from day to day that road men cannot get. The activities 
of this company being confined to the city it is possible 
to do this. In addition we hold a weekly conference with 
the salesmen every Tuesday morning where they are 
given an opportunity to unburden their minds on any 
phase of the work. 

Our catalog is kept up to date. A monthly, illustrated 
price list is issued. Samples are furnished freely. In 
campaigns, the salesmen’s efforts are preceded by sys- 
tematic circular letter work. By means of a regular sys- 
tem, which is automatic as far as possible, customers are 
kept advised, and the salesmen simultaneously, of new 
developments of interest to the trade. 


Prices and Competition 

It is a basic principle with us to concentrate on profit- 
able lines of merchandise excepting of course the staples 
or necessaries. The business is operated to make a profit 
and the sale of goods not basically profitable is never en- 
couraged—in fact, the basis upon which the men are 
remunerated will discourage them from doing otherwise. 

In purchasing and stocking merchandise we make it 
a policy not to make a large purchase simply for the sake 
of a large first profit and thereby diminish turn-over. 

Salesmen are advised of all price changes the same day 
that they are received. If the change is vital to important 
customers they are also notified immediately. If it is of 
importance to quite a number frequently a postal card is 
rushed out. The trade appreciates this to an extent that 
over-balances the expense. These and all other price 
changes then go into the monthly price change booklet 
above referred to. 

Basically, we will not take business at unprofitable 
prices, merely for the sake of meeting competition. 
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Sales Manager and the Customers 


This department is so organized that the sales manager 
can get out enough to keep in close touch with conditions 
field. 
equipped by experience and with the time available to take 


in the There is a general service man and buyer 


over the sales manager’s inside duties at a moment’s notice 


so that the latter may go and come as necessary. This 
is one of the advantages of having practically all old 
hands in the various departments of our business. Every 


man from Mr. Laird, our president, down is a producer 


and has his customers. Our motto is “Get the Business.” 


Inasmuch as ours is all city business, and the customers 
can be reached easily by telephone or personal call, the 
sales manager is not burdened with the correspondence 
that is entailed by out of town trade. 


As the men are in every day and the sales manager gets 
an opportunity to talk to them frequently, all sorts of 
leads and ideas 


crop up which he is in a_ position to 


communicate at once to customers interested. 


“Bogey” and Special Compensation 
Our salesmen are given a definite, guaranteed drawing 
account, plus entertainment and transportation expense. 


Then their total remuneration is adjusted on the basis o 
10 per cent of the gross profits, which includes the draw 


ing account. 


But, and here our method differs from most others, thi 
percentage of gross profit is determined and paid ever; 
month. The men find great inspiration in this. Any 
actual increases over their drawing accounts they see an 
get their hands on every 30 days instead of having t 


wait for a long period. Therefore the results of their 





efforts seem more tangible—they have 12 “dividend” day, 


‘a vear, so to speak, instead of one. 


We do not believe in special prizes or bonuses or con 
tests on the part of the jobber or the supplier. This 
tends to get the men to working on certain lines to the 
detriment of the others. 


No individual quotas or “bogeys” have been worked out. 
We confer with our salesmen every day and can talk over 
with them the prospects and possibilities in every man’s 
“beat” and get all the business possible out of it without 
establishing a quota. Their efforts are furthermore aug 
mented by a specialist on appliances and another on lanps 
who assist and direct the men in these lines. 
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The latest form of electric race place recorder is the inven- 
tion of G. C. Whittle of Los Angeles, Calif. It consists of a 
number of tapes strung between small iron posts on the fin- 
ish line, one to each sprinter’s course and each working inde- 
pendently of the others. The moment the tape is touched a 














spring switch connects the wires and the number of the tape 
or the runner is registered by an electric light on the re- 
corder box, showing the exact relative position of each run- 





ner finishing the race—Underwood & Underwood. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucku, Tennessee and Alabama; 
Vestern States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 
oma and Texas; Central States all between. 
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Hot Springs Meeting Breathes 
Confidence 


Jobbers Have Fewer Worries and Enjoy Inspiring Addresses 
and Outdoor Recreation 


’ i 40 PUT into a story the “feeling” that apparently 
permeated the convention of electrical supply job- 
bers, at Hot Springs, is a difficult matter. Perhaps 

it can best be expressed as that of the old time boy who 

had just filled the woodbox rather more than rounding 
full, had done his other chores satisfactorily and was 
ready for a little well merited recreation that nobody 
begrudged him. For what are the jobbers at Hot Springs 
but boys; and had they not just completed a year in 
which their work had been commendable and for which 
they had been justly rewarded? The golf links re- 


sounded with their shouts— 


the volume of their scores ex- 


bers’ other lines of standard merchandise. There is no 
need for more sensitiveness and the blind following of 
every new idea that springs up in that direction. For 
increased sensitiveness brings in increased disturbances. 
Present receiving equipment is in step now with the de 
velopments in broadcasting and can safely be stocked 
and sold without fear of revolutionary developments. 
Two enlivening addresses were made on the general 
subject of advertising—one by C. C. Parlin, head of the 
research department of the Curtis Publishing Co. and 
one by D. F. McMahon, manager of Western National 
Advertising of the 
Tribune. The two phases of 


Chicago 





ceeded the volume of their 


general advertising to the pub- 
lic at large, which has such 


business and everybody was , pp ’ op 
happy. hl r H kK R “Too Much a far reaching effect the 
a re si iti Business” nor “Too Little srntanslegy 
1e convention was held q t , sale of all electrical merchan- 
from June 4 to 6 with the Business kept the jobbers — dise, were discussed by these 
usual two days of preliminary from Hot Springs this year. lhe men in a manner highly inter- 
committee meetings. In_ the meeting was among the best at- esting. The media of national 
addresses and discussions at the tended in the history of the Elec- circulation of tremendous vol- 
general meetings there was trical Supply Jobbers Associa- ume and those of local cir- 
more than an ordinary amount tion. While there was talk of culation and also of great 
of red blooded and creative the let-up in industrial activitv volume represent the two 
thought expressed. that has been felt in the last two phases. For the first time, to 
Gerard Swope president of months, this talk was not in the many, the exact methods of 


the General Electric Co. had 
the honor of leading off at the 
first open meeting. He spoke 
not as a man from the lofty 
position which he occupies, but 
as a jobber to a jobber—for 
in years past he had _ been 


early 
every hand. 





nature of forebodings. 
mism. over the outlook for a very 
healthy and active business in the 
“all was expressed on 


operation of these two great 
molders of public opinion was 
made clear. 

The hardware 
making rapid progress in the 
distribution of electrical mer- 
chandise owing to the fact that 


Opti- 


stores are 








identified directly with the 
jobbing business and many of 

the men to whom he talked were his early friends and 
associates in that work. 

“Know your, costs of doing business” was the big shell 
in the Swope message. Only by knowing these accurately 
and to a minute degree can the jobber executive have the 
courage and backbone to stand out for a fair remunera- 
tion from the business. 

Lower costs of doing business in the jobbing field are 
necessary if the public is to be furnished commodities 
at lower prices. 

The problem of distribution, which is one of the most 
important confronting the electrical industry today, re- 
volves around this matter of cost of operation. 
Superpower and_ re-broadcasting represent the big 
developments in radio at the present moment, was the 
main thought that David Sarnoff, general manager of the 
Radio Corporation, brought home. Improvements of 
evolution not revolution are to follow. Receiving equip- 
ment is now fairly standardized and fits in with the job- 





they put more of their profits 
back into their business to 
develop special lines. This is the opinion of A. G. 
Kimball, president of Landers, Frary & Clark. He 
furthermore declared that any manufacturer who gells a 
special line at a schedule price is under obligation to pro- 
tect the jobber’s stock. While this may be to the disad- 
vantage of the manufacturer, the jobber cannot maintain 
his stock and give service without this protection. But 
it behooves the jobber, on the other hand if he carries a 
line to also “carry the torch” for that brand and sell all 
the important items in the line. 

Much interest and enthusiasm are being aroused in 
the national essay contest being conducted by the Lighting 
Educational Committee, more complete details of whic! 
are given in another part of this issue. In the absence of 
J. E. Davidson, chairman of the. committee, W. E. 
Robertson presented the plan in its entirety to the jobber: 
followed by P. B. Zimmerman who explained the detail: 
of its operation. 

W. L. Goodwin, ‘vice-president 


(Turn to Page 65) 
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Jobbers Working at Hot Springs 


(1) H. R. Worthington, president Florida Electric Supply 
Co., Jacksonville, Fla., at the left and H. R. Weisiger, Southern 
Klectric Co., Richmond, Va. (2) R. M. Laird, president R. M. 
Laird Electric Co. and St. Paul Electric Co., Minneapolis, 
Minn. (8) At the left J. G. Livingston, Virginian Electric, 
Inc., Charleston, W. Va. (4) F. W. Greusel, president G-Q 
Electric Co., Milwaukee, Wis. (5) Left, John W. Brooks, 














‘seat 
a 


secretary of Pass & Seymour, Inc., and W. I. Bickford, presi- 
dent of Iron City Electric Co., Pittsburgh, Pa. (6) George W. 
Johnston, president Mid-West Electric Co., Omaha, Nebr. (7) 
Walter Hoagland, Chicago, Ill, A. L. Halstrom, Philadelphia, 
Pa., Martin Oberlander and Walter Drury, New York, N. Y., 
all of the Western Electric Co. (8) F. KE. Stow, formerly of the 
HI. C. Roberts Electric Supply Co., Philadelphia, Pa. 





THE JOBBER'Sff]SALESMAN 





(1) R. P. Oblinger, presi- 
dent Indianapolis Electric 
Supply Co., Indianapolis, 
Ind. (2) W. W. Low, presi- 
dent Electric Appliance Co., 
Chicago. (3) Left to right: 
Kenneth = Lindsay, sales 
manager ‘Terry-Durin Co., 
Cedar Rapids, Ia, FE. F. 
Hardey, Central States 
Electric Co., Kansas City, 
Mo., and Paul Bandy, Rus- 
sell Electric Co., Chicago. 
(4) W. R. Herstein, Wesco 
Supply Co., Memphis, ‘Tenn, 
(5) Harry Lucas, Philadel- 
phia Electric Co., (Supply 
Dept.), Philadelphia, | Pa. 
(Chairman golf committee). 


T 


he three prize winners in the jobbers’ golf tournament. Union Electric Supply Co., Providence, R. I. Winner of. the 
Winner of the first prize, (6) J. A. Dunean. sales manager — third prize, (8) C. D. Cabaniss, sales manager Western Electric 
Illinois Kleetrie Co., Chicago, Il Winner of the second prize, Co., Atlanta, Ga. 
Tur Jonper’s SatesmMan cup, (7) W. J. Adams, treasurer, 
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(2) Frank 
Electric Co., 
winner of the 
manufacturers’ 


(1) “General” Franklin Overbagh. (3) W. I. Kranzer, vice- 
president and general manager Crannel, Nugent & Kranzer, 
New York, N. Y. (4) “Shorty” Sherman, Illinois Electric Co., 
Los Angeles, Calif. (5) John P. Coglin, president and treasurer 
Coglin Electric Co., Worcester, Mass. (6) Left, Roger Ingalls, 
Sales manager Simplex Electric Heating Co.. Cambridge, Mass. 
with C. H. Albee, sales manager C. S. Mersick Co., New Haven, 


Merrill, 
New 
first prize in the 
golf tournament. 


Appleton 
York, N. Y. 





Conn. (7) Mr. and Mrs. Chris J. Litscher, C. J. Litscher Elec 
tric Co., Grand Rapids, Mich. (8) Left, Leslie Latham, secre- 
tary and sales manager E. B. Latham & Co., New York, N. Y. 
and H. C. Callahan, sales manager Tri-City Electric Co., New- 
ark, N. J. (9) Mr. and Mrs. John J. Cooper, Mountain Elec 
tric Co., Denver, Colo. 
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H. R. Worthington 


President and General Manager, Florida Electric Supply Co., Jacksonville, Fla. 
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ERE is a man that you can instantly feel ‘‘at 
home” with. No other phrase quite so well fits 


his personality. On a day in June the writer 
was chatting with him at the jobbers’ convention at Hot 
Springs. It was 
progress through the lobby. 
were the principal figures at the convention would make 
their way over to him to pass 
a few words that one could not 


in a corner well out of the line of 


Yet continually men who 


MEN YOU SHOULD KNOW 


H. R. Worthington, 


President and General Manager 
Florida Electric Supply Co. 


of the company, which led to greater responsibilities. 

In 1910 the firm got into financial difficulties, and a 
receiver was appointed. Worthington was made manager 
of the receivership. For a young fellow 26 years of age 
this was a job to make or break him. He fought it out 
for six long years, paid 100 cents on the dollar plus 
interest, and finally when the reorganization took place in 
1916 he became the president 
and general manager, which 





help noticing carried far more 
of the genuine spirit of friend- 
ship than the usual convention 
patter. To one he was the 
“Florida Kid.” ‘To others he 
was “Worthy” and to many 
others simply ‘“‘Pumps’’—be- 
cause his name is the same as 
that of a well known make of 


The Florida Kid 


He struck a hard job and a 
long one when he undertook to 
lift a company out of a receiver- 
ship and put it in the front rank 
with the other large jobbing 


position he has held ever 
since. 

The present Florida Electric 
Supply Co. actively cultivates 
a territory comprising Florida 
and southern Georgia. There 
are in this territory less than 
a million people. But from 


this field, comparatively small 


pumping machinery. Find a concerns of the South. But he in population but of very large 
man who is well nicknamed ‘ame out ahead with flying territorial extent, Worthington 
and you will find one who is colors. Pick a big man for a and his organization have built 


popular, not because of his 
money or his family or his 
business ability but because of 
himself. 

Picture a man 6 ft. 4 inches 
tall and weighing 212 Ibs., 
with a hand that grips you like 





job like that—one with plenty 
of fight, a strong physique and 
a sense of humor to tide him 
over the toughest places. Worth- 
ington is such a man. 


up a business that entitles the 
company to a rating of prob- 
ably second in size among the 
electrical supply jobbers in the 
South. The company is now 
doing a business at least four 
times as great as in 1916 when 








a clam shell bucket, and who 
talks to you in a well modu- 
lated, correctly placed Southern voice, with a kindly 
twinkle in his eye that makes you forget the pain of his 
grip,—and you have the Florida Kid. 

H. R. Worthington, now president and general manager 
of the Florida Electric Supply Co., Jacksonville, Fla., 
was born on a farm in Mason County, Ky., June 24, 1884. 
He is, therefore, only 40 years of age. During the years 
of his preparatory school work the family lived in Bowling 
Green. At the age of 14 he entered the University of 
Kentucky, the youngest in his class, and left college in 
April of his senior year, taking an engineering course. 
He played football one year. 

After completing his University work he served for 
a time with the firm of J. B. Hagin and then entered 
the employ of the Post-Glover Electric Co. of Cincinnati, 
O. Here he remained until 1906 and received the ground 
work of his training in the electrical jobbing business 
under Sam W. Glover. 

In 1906 he went to Jacksonville, Fla., and took a posi- 
tion with the old Florida Electric Co., as stock clerk. 
The position was a lowly one but with the experience and 
training he had already gained in the business he was 
able to make extremely rapid progress. In two years 
time he had gone through all the positions on the inside 
up to salesman and had made a sufficiently good record 
it the last named to warrant his being appointed sales 
anager in July, 1908. The next year he became secretary 


the reorganization was affected. 

In the time that all of this 
has been taking place there have been marvelous growth 
and development in the state of Florida. At the time 
Mr. Worthington began to travel as a salesman there 
were only four central stations from Jacksonville to Key 
West, a Now there is one in 
every city. Likewise with the contractor-dealer. At one 
time they had only three on their books, whereas there 
are now about 90. 

Speaking of the contractor-dealers, he remarked that 
about 60 per cent of them are in the beginning simply 
graduate mechanics. These men the company seeks out 
and develops. First they are educated to keep books. A 
man is sent to them by the company who first takes an 
inventory and then installs a complete bookkeeping system. 
Of the 90 contractors above mentioned, 42 are now oper- 
ating with bookkeeping systems installed by Mr. Worth- 
ington’s staff. 

In selecting salesmen to serve this trade, he is extremely 
careful to get in each case a man who fits the territory. 
On the East Coast, for instance, the salesman must be a 
In other sections 


distance of 529 miles. 


merchandise expert to a large degree. 
a central station man is selected. 

Mr. Worthington has also been largely instrumental in 
organizing the contractor-dealers in his state, there being 


now two organizations. These are the Florida Electra- 


gists with over 75 members and the Jacksonville Con- 
(Turn to Page 66) 


tractor-Dealers Association with 
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Virginia Ramsey, B-R Electric Co., B. E. Meadows, Piedmont Electric Amelia L. Buren, McGraw Co., St. 
Kansas City, Mo. Co., Asheville, N. C. Louis, Mo. 


These girls show the right 
spirit. They are doing their bit 
toward making THe Josper’s 
SatesMAN Beauty Prize Con- 
test a “grand success.” You will 
find some more on various other 
pages of this issue. Those who 
have not already entered their 
pictures should have them in 
this office by July 15, which is 
the closing date. If Aphrodite 
were alive and were to send her 
photograph to arrive on July 
16 it could not be entered, so 
the time to act is at once. 


Anna Marie Welkey, Wesco Supply Jean Kenney, Royal-Eastern  Elec- 
Co., St. Louis, Mo. trical Supply Co, New York, N. Y. 


Kate Christensen, Alexander & Lav- Alta Wing, Stubbs Electric Ruth Nelson, Electric Appliance Co 
enson Electrical Supply Co., San Fran- Portland, Ore. Chicago, Il. 
cisco, Calif. 
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TRADE MARK REG. 


Zhe. 


Line 


Sor Show Window Lighting 


Se 2S 


JUPITER, No. 610 


100-150 watt Mazda ““C” Lamp 
A “Low Trim” Reflector 





SCOOP, JR., No.7 
50 watt Mill Type Lamp 
or 50 watt Mazda “‘C”’ Lamp 
with form ‘‘H”’ Holder. 
A “High Trim” Reflector 


SCOOP, No. 778 


75 watt Mazda ““C’’ Lamp 
A “High Trim”’ Reflector 


X-RAY PORTABLE 
FOOTLIGHTS 


No. 10308—For 75 watt Mazda “‘C’’ Lamps 
No. 10309—For 100-150 watt Mazda ““C’”’ Lamps 


STANDARD 
for SHOW WINDOWS! 


A period of 27 years of faith- 
ful service to merchants the, 
world over has earned for X-Ray 
Reflectors the name “Standard 
for Show Windows.” 


Display men everywhere agree 
that when they want dependable 
lighting effects for their displays 
they demand “X-Ray.” 


Whether it be for pure white 
lighting, color lighting, or spec- 
tacular effects, there is an X-Ray 
Reflector exactly suited to the 
requirement. 

Know the whole X-Ray Line 


because you can always 
depend on that name! 


HOOD, JR., No. 11 
50 watt Mill Type Lamp 
or 50 watt Mazda “*C”’ Lz 
with form ‘‘H”’ 
A “Low Trim”’ Reflector 


JOVE, No. 600 


100-150 watt Mazda ““C’’ Lamp 
A“‘High Trim” Reflector 


COLOR-RAY, No. 66 


Can be attached to either the “Jove” 
or ‘‘Jupiter’’ X-Ray Reflectors 


HOOD, No. 731 


75 watt Mazda ““C’’ Lamp 
A “Low Trim” Reflector 


Curtis Lighting, Inc. 


31 W. 46th Street 
New York 


1131 W. JACKSON BLVD. 


CHICAGO 


Merchants Nat’! Bank Bldg. 


Los Angeles 
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Westinghouse Agent-Jobbers 
Hold Twelfth Meeting 

An extensive program was carried 
out by the Westinghouse Agent- 
Jobbers Association at Hot Springs, 
Va., taking up the whole week of 
May 26 to 81. There were one to 
two sessions each day, devoted to 
committee reports and to addresses 
of the Westinghouse 
merchandising staff. Time was also 
found for an elaborate entertainment 
program and golf and tennis tourna- 
ments. 

On May 380, Decoration Day, there 
an open evening meeting for 


by members 


was 
which speakers were secured outside 


E. E. Bucher, 


of the organization. 





manager of sales of the Radio Corp. 


of America, spoke upon the merchan- 
dising aspects of radio. R. A. Lund- 
quist, chief of the Electrical Equip- 
ment Division, Department of Com- 
merce, Washington, took as his sub- 
ject, “The Value of Statistics to the 
Manufacturer and F. M. 
Feiker, operating vice-president, So- 
ciety for Electrical Development em- 
phasized the value of “Team Work in 
Electrical Development.” Howard 
Ehrlich, president of the Electrical 
Trade Publishing Co. advocated the 
advisability of a more open-minded 
policy on the part of jobbers in try- 
ing out progressive sales ideas that 
are advanced in their industry. Earl 


Jobber.” 





E. Whitehorne, merchandising editor, 
Electrical World, put forward some 
interesting ideas in his address—“‘All 
But Prosperous.” 

Election of officers resulted as fol- 
lows: president, F. N. Averill, Fobes 
Supply Co., Portland, Ore.; vice- 
president, J. S. Tritle, Westinghouse 
Electrical & Mfg. Co., New York, 
N. Y.; secretary, W. B. Satterlee, 
Columbian Electrical Co., 
City, Mo.; assistant secretary -and 
treasurer, H. T. Pritchard, New 
York, N. Y.; counsel, Hon. John J. 
Jackson. 


Kansas 


The executive committee consists 
of F. N. Averill, J. S. Tritle, J. C. 
Schmidtbauer, Julius Andrae & Sons 





to a close. 


them on the idea. 
15. 


James R. Quirk, 
Editor and Publisher, 
Photoplay Magazine. 








Last Call in the Beauty Contest 


Interest Is Lively From Coast to Coast and Many Entries Made. 
July 15 Is the Dead Line 


"7 ITHOUT the smile from partial 

beauty won O, what were man/— 

A world without a sun” 
BER’S SALESMAN Beauty Prize Contest draws 
Every girl owes it to herself to 
enter this contest and every man in every 
jobbing establishment should help to sell 
The contest closes July 
Then the great question will be put up 


the judges. 
THE Job- 


you girls. 


pride. 

















E. J. Valasek, 
Artist. 


to the three men you see below. 
What Jim Quirk and Ainslie 
Gray and the artist E. J. Valasek don’t know 
about beauty is inconsequental. 
This is really an opportunity 
that does not come often. 
business we are all one big family. 
your photographs then, as a matter of family 


They are 


Come on 


In the jobbing 
Enter 











Ainslie A. Gray, 
A. A. Gray & Co., 
Advertising Agents. | 
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S all that is required to equip any dealer 
with a complete Flashlight and Battery 
Department—the Yale Sales Cabinet—one 
of the most attractive counter displays ever 
cffered to dealers. 

The entire YALE line of Flashlights is 
shown on the two side panels of the base of 
the cabinet, illustrating and giving the num- 
bers of each light; the front panel is fitted 
with grooves, in which four cards—one each, 
for the four seasons of the year may be in- 
serted. 

In the rear of the cabinet are four handy 
stock compartments, which insure the mer- 
chandise being kept neat and fresh. On the 
inside of the docr is a place to slip a price list. 


HE upper portion of the cabinet consists 

of two compartments to hold both the 
YALE No. 101 and No. 102 MONO CELLS. 
Also a simple testing device for batteries is 
on either side. This is what was formerly 
known as the YALE MONO-CELL Cabinet 
which has already been so enthusiastically 
received by the trade. 


In the Yale Sales Cabinet, Jobber Sales- 
men offer something that dealers will be 
proud to have in their store. Immediate 
stimulation of Flashlight Sales follows where- 
ever this Cabinet has been installed. 

Here is the way to offer dealers this unique 
Flashlight Department with this representa- 
tive assortment. 


Quan. Cae Finish Description 
2 2001 Fibre 2 Cell Baby Regular 
2 2002 Nickel 2 Cell Baby Regular 
2 2003 Fibre 2 Cell Baby Miner 
2 2004 Nickel 2 Cell Baby Miner 
2 2101 Fibre 2 Cell Regular 
2 2102 Nickel 2 Cell Regular 
2 2103 Fibre 2 Cell Miner . 
2 3101 Fibre 5 Co Beemer ..............:.......... 
2 3201 Fibre 3 Cell Spotlight 
2 2201 Fibre 2 Cell Spotlight ; 
1 3302 Nickel 3 Cell Double Duty 
1 3401 Fibre 3 Cell ‘“‘Three In One” 
30 101 YALE Mono Cells ... 
60 102 YALE Mono Cells . 


Half Cost of Display Case and Battery Display 


Sells ior 


Profit 


Total Cost 


List Dealers 
Price 
Each 
$1.20 
1.45 
1.45 





Total 
Net 
$1.32 
1.60 
1.60 
1.86 
1.66 
1.92 
2.08 
1.92 
3.30 
2.64 
2.48 
2.48 
2.48 
5.61 

$32.95 
4.50 


.---$37.45 
.- 59.90 


....$22.45 


i Buneenne CORPORATION. 


BROOKLYN. N. Y. 








A window display, four attractive 
display cards for the Cabinet, cir- 
culars, price lists, etc., will be 


supplied. 


is the SALES 
% Profit on this 
Assortment 


A double page spread which appeared in the 
June issue of THE JOBBER’S SALESMAN— 
one half of which comprises this advertisement 
—s appearing in the July issue of the leading 
Electrical, Drug, Hardware, Sporting Goods and 
Novelty trade publications—To help you sell more 
Yale Flashlights. 











SAN FRANCISCO 
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Samuel Adams Chase 


Co., Milwaukee, Wis.; B. E. Finu- 
cane, Rochester Electrical Supply Co., 
ae a we 
Birmingham, Ala.; A. J. Cole, The 
McGraw Co., Omaha, Neb.; Walter 
Williamson, Alpha Electrical Co., 


New York, N. Y.; Charles Robbins, 


Rochester, French, 


Robbins Electric Co., Pittsburgh, 
Pa.; N. J. Symonds, Chicago, Ill.; T. 


J. Pace, Pittsburgh, Pa.; J. M. Cur- 
tin, Pittsburgh, Pa.; and S. A. Chase, 
New York, N. Y. 

At this meeting of the Association, 
Samuel Adams Chase was signally 
honored by being elected honorary 
life of the 


mittee. 


member executive com- 


* OK Ox 


News of the Salesmen 


Samuel Frost of New York, N. Y., 
has two new outside men in Irving 
ledder and H. Gimprich, who form- 
erly toiled behind the counter for this 
company. 

Shafer Greenburg and Preston Shiv- 
ers have been added to the sales force 
of the Elliott-Lewis Electric Co., Inc., 
Philadelphia. The 


cialize on washing machines and the 


former will spe- 


latter on radio. 

The two “Lews” are apart at last. 
“Lew” D. Tuck and “Lew” W. Wolf- 
son are no longer with the Schimmel 
Electric Supply Co., of Philadelphia, 
the former having gone with the 
Royal Electric Supply Co. and the 
latter with the Clark & Gansman Co. 





R. H. Turner, formerly of Mills 
& Lupton, Chattanooga, Tenn.; 
Frank Kreitman, formerly with Lis- 
tenwalter & Gough, Los Angeles 
and J. W. Shukraft of J. W. Me- 
Millian, Los Angeles, recently joined 
the sales organization of the Myers 
Electric Supply Co. of Los Angeles. 

New 
age Co. of Springfield, Mass., are: 
Gregory S. Vaitses for the Bridge- 
port territory and E. A. Barbeau for 
the transformer department. The 
latter was formerly with the Domes- 
tic Electric Co. 

P. E. Griffith, for the last five 
years in the inside organization of 
the Braid Electric Co., Nashville, 
Tenn., is now on the road for this 
company in East Central and South- 


salesmen for Wetmore-Sav- 


ern Tennessee. ‘Percy’, as most of 
his friends know him, is already re- 
ported to be making a good record 
at his new work. 

Allen A. Rohrer, formerly with 
the Square D and Johns-Pratt com- 
panies, has joined the outside sales 
organization of the F. Bissell Co., 
Toledo. Ohio. 

7 


Tel-Electric Appointed 
Distributor 


The Tel-Electric Co., Houston, 
Tex., has been appointed distributor 
for the Inland Glass Co., Chicago, 
Ill., and the Magnavox Co., Oakland, 
Calif. 


* * * 


Oblinger and Rasmussen Go to 
a Cooler Place 


R;. "Ps and 
Harry E. 


treasurer, Indianapolis Electric Sup- 


Oblinger, president 


Rasmussen, secretary and 


ply Co., Indianapolis Ind., early in 
June were gathering together their 
effects 
essential preparations for a tour into 
the of Alaska. Yes, 


their wives will accompany them. 


personal and making other 


cooler realms 


* * * 


Congratulations to Tom 


Chantler 


Chantler, 
eastern editor of THr JoBBErR’s SALEs- 
now of the staff of the 
Electrical Development 
was married on May 29, to Ethel 
Wan-Ressel. They will 
make their residence at 46 Garfield 
Place, South Lynbrook, Long Island, 


a # 


Thomas F. formerly 


MAN and 
Society for 


Volavkova 








Miss Inez Brock carries the banner 
of the Perry-Mann Electric Co., in the 
Beauty Prize Contest. If we were a 
judge—but we are not. 





Reiman Has Building Fever 

The Reiman Wholesale Electric 
Co., Los Angeles, Calif., completed 
its new warehouse at 550 Banning 
street, on April 15. The building is 
40 by 100 ft. 


Otto Reiman, Chicago, III, 
soon start the construction of a new 
building on West Adams street, be- 
tween Desplaines and Halsted. The 
lot is 50 by 190 and the structure 
erected will be of concrete, two stories 
high, without cellar, and so con- 
structed as to allow the addition of 
more stories. The preliminary plans 
show a layout of unusual efficiency in 
the handling of merchandise as well 
as the office arrangement. 


will 








Miss Gertrude Boggis, of the Bogg 


Johnson Electric Co., Milwaukee, W 
is an entrant in the Beauty Prize Contes! 
This is a picture to meditate over. 
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DURADUCT 


was the first non-metallic conduit to be 
packed in boxes for your convenience. We 
can furnish it either 1,000 feet to a box, or 
250 feet to a carton, whichever you prefer. 
The small cartons are rugged enough to 
stand rough handling without any ad- 
ditional protection. 


Duraduct itself can be treated rough too, 
without fear of injuring it. 


Don’t order just Loom, but specify 


DURADUCT 


Other DURABILT PRODUCTS you should ask for, if you 
want Quality material, are 


DURACORD 


Heavy Duty Portable Cord 


DURAFLEX 


Armored Conductor 


DURAWIRE 


Rubber Covered Wire and Flexible Cords 


Tukular Woven Fabric Company 
Pawtucket, R. I. 
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Avery and Loeb Girdle the 
Globe 


The good ship “Aleco” was 
launched by the Avery & Loeb Elec- 
tric Co. at Columbus, O., on Janu- 
ary | and sailed that day for a busi- 
ness trip When 


she drops her anchor in the home port 


around the world. 
again the calendar will read Decem- 
ber 31, 1924, and the speedometer 
will register a trip total of 20,782 
miles. 

A glance at the 
illustration will show 


accompanying 
that this is a 
clever bogey stunt in connection with 
the 1924 business the 


pects to do. 


company ex- 


The four quarterly objectives of the 
tour, marked by stars, are: Algiers, 
Morocco, 4,585 miles, March 31; Cal- 
10,828 miles, June 30; 
Colum- 


cutta, India, 
Kobea, Japan, September 30; 


bus, Ohio, December 31. 


As each objective is reached on 
time an elaborate dinner is given to 
celebrate completion of one more leg 
of the As the 


ment stated the force began the jour- 


journey. announce- 
ney with the intention of dining in 
the Mediterranean Sea, the Indian 
Ocean, Japan and again at home. 
On March 31 the intrepid mariners 
schedule and dined 


sumptuously at Port Said instead of 


were ahead of 


Algiers. The dinner was appropri- 


ately Oriental in character. In June, 
when the photo was taken, the ship 
was out in front with a 30 day lead 


over bogey. 


OCERN 





Group of officials and impersonators at the opening game of the Electric Baseball 


League of Buffalo, New York. 
Ford, president of the league; 
“Babe Ruth,” 


Eddy O’Dea, Mascot. 


Every employee in the firm was 
sold on the idea of speeding up to 
make sure of getting the desired in- 
crease in Each department 
was addressed regarding the things 
it could do to get and hold trade. 
So it will be a proud and happy 
bunch when, on December 31, the 
splash of the anchor and the rattle 
of the gangplank are drowned by 
the scream of welcoming sirens on 
the tugs in the home harbor. 


sales. 


ai i" 
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Map Used in Connection With Clever Bogey Stunt 





Left to right are E. 
“Judge Landis” 
impersonated by Julius Schrader; E. 
Electrical League of Niagara Frontier who tossed the first ball. 


D. O'Dea, McCarthy Bro. & 
impersonated by Stewart Hubbard; 
D. McCarty, Chairman of the 
In the center is 


And They Have a Good Press 
Agent Also 


“I’m enclosing photo taken at re- 
cent opening game of our local Elec 
tric Baseball League, which I hope 
you will find worth while publishing 
in your esteemed magazine,’ writes 
E. D. O'Dea, of McCarthy Bros. & 
Ford, Buffalo N. Y. ‘Our league is 
the fastest twilight amatuer baseball 
league in Buffalo and is in its fourth 
year. Last year we won the post sea 
son series between the various twilight 
leagues. This year it consists of 
teams representing ourselves, Buffalo 
General Electric Co., New York Tele- 
phone Co., International Railway Co., 
Westinghouse Electric & Mfg. Co., 
Western Union Telegraph Co., Flex 
lume Sign Co. and Niagara Lockport 
& Ontario Power Co. 

* * * 


Jobbers Active in Associations 

Harry R. Carroll, of Carroll Elec- 
tric Co., Washington, D. C. was 
elected to the Board of Governors, 
City Club, Washington, D. C., also 


to the chairmanship of the Legisla 


tion Committee of the Electri: 
League. 
E. L. Platt, secretary-treasurer of 


the American Electric Co., St. Jo- 
seph, Mo., has been elected to a di- 
rectorship in the Associated Indus- 
tries of Missouri. 





ia 
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East Pj 
Wice tt 
£.M. Herr Sburgh. Pa. 
a June lth, 1924, 
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wn: New York City, ' 
as Gentlemen ;- 
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The Home 


L 
the means —_ ee 


Westinghouse Electric & 


Gloom ang glare are exacti 


h 
: ae betes. into the noational Vehicle — 
Y arrest a Sctric lignt 
and so promot national tend 
© better hea} ency toward d 
th throughou 


é Home Lighting Contest is the great educational movement ap- 
proved and endorsed by the whole electrical industry. Is is designed to 








eee 
"One saze J 


Manufacturing Company 





vem 
the ent completely spans a 


ng tremendous toll from us 


Contest, is Our great o 


consciousness o¢ 
» Properly used, wil} 


ecti 
t the nation, ne 


Yours truly, 


President 


vf bring into each wired home a complete knowledge of the benefits to be 


lo obtained from good home lighting. 


The main feature of The Home Light- 

ing Contest is the essay competition 
among 24,000,000 school children of the 
country. Local and national prizes will 
- be awarded to the winning children. The 
First National Prize is the $15,000 model 
electrical home of 1924. 


c- To get the full benefit of this activity, 
start now to organize your local contest. 


Je8 LIGHTING 









| CONTAST 2 
of SS" 080 Fifth Avenue 


Arrange to have this model electrical 
home built for display in your town. 


Start the activity in your town now— 
write for your Plan Book. No city is too 
large—no town too small to join in this 
great activity. 


There is an experienced Regional Director 
near you who will help you organize 
and plan successfully. 


CThe 
LIGHTING EDUCATIONAL COMMITTEE 


+ « ¢ New York,N-Y. 
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The man with his foot on the running 
board is A. E. (Al) Dusseau, who rep- 
resents the P. Crockett Co. in Detroit. 
The one appealing to the “No Parking” 
sign is S. O. Lane, manager of the fix- 
ture department at Commercial Electric 
Supply Co. The idea is that S. O. is try- 
ing to give Al and his boat the ‘bum’s 
rush.” 





Miss Winnifred Jube of the Electric 
Appliance Co., Chicago, Ill., and her friend 
Miss Cotras, who recently left the 
company. Miss Jube is the reason her 
Dad has to hunt for his Jospser’s SaALesMAN 
every month. 


hk MCGRAW ¢ 


WHOLESAL! 


MELECTRICAL DISTRIBU 


Taken in St. Louis in January. Left to 
right: F. M. Pannell and H. A. Stein- 
meyer, both formerly with Reichman- 


Crosby, Memphis, who will travel Arkan- 
sas and Kentucky respectively for the Mc- 
Graw Co. Next comes Lee D. Scanion, 
city salesman, and Elmer V. Griefield, 
Chicago Fuse Manufacturing Co. 





Pesco Boosters Club 


Thirty-six members of the organi- 
of the 
Supply Co., Ft. Wayne, Ind., gath- 


zation Protective Electrical 
semi-annual 
entertainment at the 

of Mr. Mrs. 


Turner, vice-president 


ered recently for a 


meeting and 


country home and 
James A. 
and sales manager of the company. 


Aside the of 


business there and 


from usual matters 


were music 
games, including baseball and “barn 
vard golf’. Among _ those 


M. B. 
M. Popp, secretary-treasurer and A. 


present 
were: Larimer, president; E. 
R. Thomas, of the board of directors. 

The company 
in 1907 in 
ft. In its present location it occu- 
pies a building 40 by 110 ft. 
floors. 


started in business 


a room about 20 by 20 


seven 


On June 28 
place at Hamilton Lake, Ind., where 
the whole organization will get to- 


an outing will take 


gether for fishing and water sports. 


McCarthy Bros. & Ford Win 
Prize 


The Electrical League of Niagara 
Frontier recently conducted a window 
display contest among its members 
in connection with the “Save Mother” 
campaign, featuring the electric wash- 
ing machine and_ electric ironer. 
McCarthy Bros. & Ford, Buffalo, N, 
Y., were awarded first prize in this 
contest and the Falls Equipment Co. 
of Niagara Falls, N. Y., and the L. M. 
Haberer Co. of Buffalo, N. Y., 


the winners of the seccnd and third 


were 


prizes respectively. 


Western Electric Changes 


M. A. Curran, former manager of 
Western Electric Co. at Cincinnati, is 
now head of the central station de 
partment with headquarters at 100 
East Forty-second street, New York, 
Nay . 


by W. H. McCrellish, formerly man 


He is succeeded at Cincinnati 


ager of the Pittsburgh house. 


* * * 


Cart Before the Horse 


In an announcement last month it 
was stated that the Luetkemeyer Co. 
of Cleveland, O., had bought control 
ling interest in the Bingham Co. It 
the 


around, for Bingham has bought out 


should have been other way 


Luetkemeyer. We regret the unfor 


tunate error. 





Boosters Club of the Protective 


Electrical Supply Co. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 





Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 


Ine., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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Lynchburg Insulators 
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UNIFORM 
QUALITY 











| ¥NCHBURG Glass Insulators are made 

by the latest approved methods, tempered 
in ovens of our own design, which were built 
especially for this class of ware, insuring a 
product of uniform quality, true to measure- 
ments and unaffected by climatic conditions. 


UGGED, lasting generations in use, beau- 
tiful in color and design, some of the 
largest users have standardized on our designs. 


P aaa RS are invited to get our proposition 
for distribution of this line of high grade 
Glass Insulators. 


Lynchburg ailinss Corporation 


Lynchburg, Virginia 








Phillips Rises Like Yeast 

Just a little more than a year ago, 
January first, 1923, to be exact, F. D. 
Phillips became manager of the Syra- 
cuse branch of H. C. Roberts Elec- 
tric Supply Co., Philadelphia, Pa. 
As a “rapid riser” Phil has Fleisch- 
mann’s tied to the mast, says a writer 
in “Buss Short-circuit,”’ for today his 
name is embellished with the follow- 
ing titles: Vice-president, secretary 
and treasurer. It would be more 
interesting than ever to sit in with 


Phil in an executive session. 
* * * 


Van Valkenbugh Now West- 
ern Electric Southwestern 
District Manager 

R. W. Van Valkenburgh, former 
district manager of the Western 


| Electric Co. at Philadelphia, Pa., 
| has been appointed southwestern 





district manager with headquarters 
at Dallas, Tex. Claude G. Matth- 
ews, formerly line material special- 
ist, has been appointed assistant 
sales manager. The Western Elec- 
tric Co. of Dallas expects to move 
into its new reinforced concrete 
building at Wood and Austin streets 
about July 15. 











A. E. Tregenza, assistant to the pres! 
dent of the Chicago Fuse Mfg. Co., anc 
I. S. Hunt, sales manager of the Com 
mercial Electrical Supply Co., St. Louis, 
Mo., at the E. S. J. A. convention, Ho! 
Springs, Va. Both of course are total! 
unaware that they are being photographe« 
The one in short pants is Tregenza. 
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Service 
with every foot of Ettco 





Ettco Service isn’t a matter of 
red tape. 


It is the human side of our 
business, and the side we like 
most. It is built upon the solid 
foundation of 17 years’ exper- 
ience serving the trade. 











Eastern Tube and Tool Co., Inc. 
Brooklyn, N. Y. 
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Selling a Wiring Job 

Selling a wiring job carries with 
it the promise that the job will work. 
Having agreed to this, inspectors, 
manufacturers and contractor-dealers 
came together at a meeting of the 
Western New England Association 
of Electrical Inspectors, at Pittsfield, 
Mass., on May 14 and 15. They met 
to discuss ways of furthering the un- 
derstanding which must be in the 
mind of contractor, jobber, manufac- 
turer and inspector if a wiring job is 
to be successful, and fulfill a service 
to the customer. 

Twelve questions were discusséd in 
the meetings and keen interest in the 
group of approximately 250 centered 
around the discussion “Should the cir- 
cuit limitation be determined by the 
number of rooms; the square foot 
area; cubic feet, or wattage? 

Because of the impossibility of an- 
ticipating the amount of load which 
will be demanded of a given outlet, it 
was the sense of the meeting that 
none of the four factors mentioned 
above, could be correctly called de- 
Rather they believed that 
the individual judgment of the con- 


terminant. 


tractor must be relied upon in each 
case, to limit the number of outlets on 
a given circuit; and that further, the 
public education on the dangers and 
hazards of over-fusing must continue 
with greater vigor. 

Great difficulty has been experienced 
by many contractor-dealers in the mat- 
ter of over-fusing. “A  15-ampere 
fuse costs the same as a 25-ampere, 
and the majority of customers think 
they get more for their money if they 
buy the large fuse,” is the way one 
of the members put it. The inspectors 
present agreed that fusing troubles 
have been practically eliminated under 
the operation of the new ruling. 

It was resolved that the attention 
of the Associated Manufacturers of 
Electrical Supplies be directed to the 
need of a fuse-block which will not 
permit the use of a fuse greater than 
15-amperes capacity. The ruling of 
the Code in its present form, on cir- 
cuit limitation, was approved. 



































A second discussion of considerable 
interest was aroused over the question: 
“Should the grounding of portable 
motors be required?”’ One recommen- 
dation was made that the frame of all 
portable motors, used in wet places, 
be grounded. It was pointed out in 
this connection that the adoption of a 
three-wire conductor would certainly 
follow such a ruling, and that, while 
this might be ultimately advisable, it 
necessitates the education of the con- 
summer on two points, grounded cir- 
cuits and identified terminals, before 
any appreciable value would be ob- 
tained from such a proposal. 

* # © 


Western Electric Opens New 
House in Davenport 

The Western Electric distributing 
organization keeps broadening out. 
Still another house in this national 
chain has been opened—this time in 
the growing industrial community of 
Davenport, Ia. 








It was found at the Western Elec- 
tric center in Chicago that the elec- 
trical requirements of the Tri-City 
area demanded a more localized ser- 
vice, with complete stocks close at 
hand and man-power on the spot to 
This the new 
Fourth street, 


speed up deliveries. 
house at 119 East 
Davenport, now makes possible. It 
was opened June 1. 

This step is in keeping with the 
Western Electric policy of establish- 
ing branches at strategic points where 
it can best serve industry. On the 
industrial map, where business and 
population are densest, there you will 
find the closest grouping of Western 
Electric houses. 

Like all 
heuse will be equipped with every- 
thing electrical—stocks of wiring sup- 
plies, motors and control, lighting 
fixtures, line materials, lamps, power 


others, the Davenport 


and light plants, etc. Some idea of 


the volume of stock carried can be 





Western Electric Co’s new house at Davenport, Ia., together with some of the 
staff. Upper left hand corner E. L. Johnson, manager; center D. O. Manix, stores 
manager; upper right hand corner, A. E. Johnson, salesman; lower left hand corner, 


H. N. Remington, salesman. 














THE JOBBER’S ra SALESMAN 

















SALESMEN: A great national advertising campaign is helping dealers sell Eveready Flashlights. 
And intensive advertising in all the important trade magazines is helping you sell Eveready 
Flashlights to the dealers This is a reproductton of the current advertisement in trade pagers. 























Keep after the vacationists! 





DON’T let anybody in your neigh- 
borhood go on a vacation with- 
out at least one Eveready Flash- 
light, and an ample supply of 
fresh Eveready Unit Cells. 

Keep your window trimmed 
with vacation necessities, with 
flashlights occupying a promi- 
nent part. Feature both the 
long-range and the aluminum- 
type Evereadys. 

With twenty-two flashlights in 


four general types to pick from, 
there’s a portable light for every 
purpose and purse. The always- 
reliable Eveready in new de- 
signs. Retail prices, 65c to $4.50, 
complete with battery, anywhere 
in the U.S. A. 


When a customer comes into 
your store for anything, ask: 
“Have you a flashlight? How 
about fresh batteries?” Eveready 
Flashlights and Batteries are 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
iy BATTERIES 


—they last longer 
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@ED SPOTS” GET 
BETTER AND BETTER 


Constant Improvements in Construction and Quality 





Have Resulted in Constant Increase in Popularity 


EXAMINE A 1924 * ”” HANGER 











Sell School Lighting 


in Summer 





July and August are the 
months when new schools are 
being completed and old schools 
re-equipped. 


This is desirable and profitable 
business to the Jobber who pins 
his faith to “Red Spot.” The 
quality of the ‘“RedSpot’’ 
Hanger impresses the architect, 





and the price you can quote on 
‘Red Spot”’ material enables you 





to meet or beat any fair compe- 

The unit here 
shown with stem 
suspension 
is especially 
adapted to school 
requirements. 
Get samples and 
prices. 


tition. 


























The F. W. 


Wakefield 


Brass Co. 


“Red Spot” material is sold Pacific Representatives: 


only through jobbers. 
mel ee age VERMILION, OHIO Geo. A. Gray Company, Los 


Angeles and San Francisco 











Electrical 
Supplies 








gained from the fact that it covers 
16,000 sq. ft. 

But fully as important as th 
quality and extent of this material is 
the record of the men who will con 
duct the new distributing center. Such 
men as E. L. Johnson, manager and 
D. O. Manix, store manager, ar 
thoroughly experienced in their busi 
ness. Backing up these leaders is a 
staff of salesmen who make a point 
of knowing what their customers need. 


* * * 


Credit Delinquencies Average 
Less 


The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during April, 1924, and May, 
1924, as compared with the same 
months the previous year, together 
with the total amounts and average 
amounts of the delinquencies. 


Branch Number of 
and Accounts Total Average 
Month Reported Amount Amount 
Central Dvision 


Apr., 19238..............794 $111,130.28 $189.96 
by 0 ie ae 871 110,826.40 185.04 
May, 1928............ 749 95,984.35 128.15 
May, 1924..............957 110,184.85 115.13 
New York 
Apr., 1928............ 422 63,771.00 151.00 
Apr, 1924............ 471 64,648.00 138.00 
GY, TORD....5-0105-24 437 68,228.00 156.00 
May, 1924.............366 51,725.00 141.00 
Philadelphia 
Apr., JOSR........:... 241 85,099.19 145.80 
Ar, DPA............: 221 25,318.95 114.54 
May, ee 225 26,399.32 117.33 
May, 1924........ ...827 32,961.99 100.80 
New England ; 
pr, 1628. -......:-... 44. 7,979.04 181.34 
re. ar 4,442.94 126.94 
May, 1928.............. 29 3,464.08 119.45 
May, 1924............. 70 6,883.85 98.34 
Pacific Coast 
ADr., 1028 ............. 69 8,444.75 216.55 
Apr., 1924... oe 3,869.93 124.84 
May, 1928.............. 20 2,910.69 145.70 
May, 1ORA.............. 28 3,180.00 = 113.57 
* * * 


Care of Commutators 

Taken in time, a pitted commuta 
tor can be renewed in a few minutes. 
whereas if neglected the injury 
spreads and necessitates refacing: 
indeed, the damage not infrequent!y 
spreads to adjacent bars and conn¢ 
tions and involves even greater ¢* 
pense in repairs. The _ proverbi! 
“stitch in time’’ was never more apt! y 


applied. 




































THE JOBBER'SfJ]SALESMAN 


wo Remarks azxd 
~® Other Things  ~ 


Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. 














[PAYING TELLER) re 
























































‘RS 
Rete \ prDt® 








t 





Hard earned money, carefully conserved for availability at the appropriate time is converted into effective advertising 
and sales promotion, interests the buyer of service and supplies and paves the way for sales and profits. 





Just give the sketch at the top 
S of the page a looking over and 
Some Summer Sales Suggestions picture in your mind’s eve this 


flash from cause to effect. Way 





Sell Two- Way Plugs back, early in the year, a budget is 
Electric Fans and other appliances are going on the circuits. made up and plans for certain ad- 


Every wired home needs 3 or more two-way plugs. Dealers all 


/ waste: ‘ : vertsing and sales promotion are 
over the country are using Benjamin Window Trim and other ye p I ‘ 


helps to build up sales and profits. made. When we make this bud- 
Sell Stand Lamp Clusters get and plan this advertising and 


f . ‘ f ‘ sales promotion, we do not know 
There is a big market in making over pottery vases into modern 


electric lamps, in converting gas and oil lamps and in making whether winter is going to linger 
up stand and portable lamps with standard metal and pottery longer than usual in the lap of 


bases and Benjamin Stand Lamp Clusters. P ; 
spring, and that spring, because 


Sell Elliptical Angle Reflectors winter has held her so long in his 
This is the time when the Poster Board people are putting up chilly arms, is going to have a 


new boards and equipping them with Benjamin Elliptical Angle ee eee Tees aR See oa 
Reflectors. It is also clean-up and paint-up time and wall heck of - vime thawing Om and 
signs and roof signs are being put up or repainted. Here is blossoming and blooming into 
an unlimited market for these reflectors. as . : 
real summer. We did not know 
Sell General Industrial Lighting whether the imminence of a 


Many industrials are taking this opportunity to change over Presidential election would slow 
lighting equipment. This means not only reflectors but lamps, 
conduit, wire, fittings, and panel boards as well. 


Sell Safety Lighting for Grain Elevators, 
Flour Mills and Starch Mills 


up business tendencies in some 
directions. So we figured, by and 
large, the seasons and the times, 
even over short swings adjust 


There is an awakening here to the advantages of better lighting themselves. We figured that there 
unparalleled in any other industry. Benjamin equipment is : a b . ere 
especially adaptable and is the choice of leading operators and is always some business tor the 
builders. fellow that goes after it. But we 








also figured that the fellow that 
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Built to Sell on a Basis of 
wy oN Quality and Service 


3 N 

Vara 
a jee, 
f pie 


Se 





“THERE ISA A BENJAMIN TWO-WAY PLUG FOR 
ANY AND EVERY ROOM IN THE HOUSE” 





Locatap 
No. 1080 


An extra fine two-way to 
harmonize with brass hx 
tures in living rooms, dining 
rooms, etc. The plug swiv- 
els so that the cord leads 
straight to the appliance. 
Molded composition side 
outlet takes cap of standard 
attachment plug. Lamp 
hangs straight down. Sheil, 
brushed brass, with thread 
for shade holder. 


Our Window Trim and other dealer helps make 
Benjamin Two-Way Plugs a fast moving item. Our 
Minimum Assortment Purchase Plan gives you a 
Long Profit on a Short Inventory. 





No. 10 ked on 2 handsome “show and sell” stand A 
new, fr ech disploy with very 10 plugs. 


BEN7JAMIN 
Two-Way Plugs 


That is why you get more yourself and can offer 
more to your customers with Benjamin Two- 
Way Plugs than you can with any others. 


That is why dealers everywhere are selling more 
and more Benjamin Two-Way Plugs. 


Exclusive Benjamin features make these two-way 
plugs easy to sell. They give the dealer a choice 
to meet the peculiar requirements of his trade. 
They give the customer a choice to meet the 
needs of any room or of any service. 


If you want to sell more Two-Way Plugs, give 
«your customers greater service and make a Bet- 
ter Profit for yourself. Write our nearest office. 


Benjamin Electric Mfg. Co. 


647 W. Jackson Bivd., Chicage 
247 W. 17th St., New York 





Adjustable 
Stand Lamp 
Cluster 


$60 Heward &., San Francisce 





Sold only through Electrical Supply Jobbers and Regular Electrical Dealers 











Duolet, No. 122 
Another fine display, the ovramid 
For plac conspicions device needed well” stand on which N 
rae nap spent wa seat Siehded compention and e packed. A new 
brush brass shell. Takes shade holder ond ieosh dleplay with every 10 wings 


or indiries, basemy. and ot 
gles | — for heavy service. The plug swivels. 


Wireless 
Stand Lamp 


Localet, No. 77 





her places where a 


one-piece molded Bakelive. Takes shade 


Ma 
boider” "The lamp hangs straght down 






ey '' 








Sa 


“Yes, Ma’am! We sure can turn that vase into one fine Electric Lamp with 


BEN7JAMIN 
Stand Lamp Clusters” 


There is an uncommonly good chance nowadays to 
turn the demand for electric lamps with vase bases into 
profit. With the Benjamin Stand Lamp Clusters it is 
an easy matter to take practically any vase and convert 
it into a fine modern electric lamp. Not only that—you 
can mount the same clusters on any kind of a floor_or 
table lamp base. Or you can repair or remodel existing 
floor and table lamps. Write our nearest office and we 
will gladly send you our special book on the use of 
Benjamin Stand Lamp Clusters. ‘There's money in it 
for you. “ 
Benjamin Electric Mfg. Co. 


847 West Jackson Bivd., Chicago 
247 West 17th Street, New York $80 Howard Street, San Francisco 


| ila a at 


‘BENZAMIN 


‘Makers of Things More Useful 





Current Advertising in Trade Papers on Benjamin Two-Way Plugs and Stand Lamp Clusters 


went after clear objectives had 
the edge on the other fellow who 
just played around for general 
results. So you will find that our 
advertising and sales promotion 
at this time are aimed at various 
large groups of prospects with 
sharply defined advertisements in 
carefully chosen media and lit- 


erature dealing with specific 
products going into industries 


and businesses where beyond any 
question of doubt there are the 
greatest possibilities of imme- 
diate sales. 


Sell Two-Way Plugs 

Summer is a great time for 
making very apparent the com- 
fort and convenience of many 
electrical labor saving appliances. 
It is the time when the electric 
fan comes into its own and for 
the next two months fans will be 

big item in the sales of every 
dealer. 


Two-way plugs are an essen- 
tial in connecting up these ap- 
pliances. Every wired home 
needs 3 or more. Benjamin Two- 
Way Plugs are gaining ground 
rapidly. Dealers appreciate the 
exclusive Benjamin features that 
make the Benjamin Line suitable 
for every requirement, and they 
appreciate the fact that the en- 
tire line is really “built to sell on 
the basis of quality and service.” 

Benjamin window trim and 
other sales helps are being used 
by dealers all over the country to 
build up sales and profits. In ad- 
dition to our advertising in media 
reaching every electrical dealer 
we are carrying on an intensive 
campaign direct by mail, bring- 
ing the story of sales and profits 
to the entire trade. There isn’t 
anything that gives greater 
promise of good returns during 
the summer than gettng back of 





Benjamin Two-Way Plugs. 


Sell Stand Lamp Clusters 

Benjamin Stand Lamp Clusters 
are coming in for a goodly share 
of attention. With advertising 
in appropriate trade papers and 
with direct mail and a specially 
prepared booklet we are cam- 
paigning the electrical contractor 
and the electrical lamp dealer on 
the proposition of devoting at- 
tention to the conversion of old 
lamps, vases, etc., to modern 
electric decorative lamps. This 
is a business that can be worked 
up practically everywhere. This 
new business is something .addi- 
tional to anything the contractor 
or dealer is doing at the present 
time. And the jobber’s salesman 
who sells the Stand Lamp Cluster 
has also the big option of selling 
the dealer floor and table stands, 
shades, anchors, adapters, cords 
and plugs. 
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Sell Elliptical Angle Re- 


flectors 
Benjamin advertising in trade 


and consumer mediums is gear- 
ing right in with a most exten- 
sive direct mail campaign to the 
poster board people and contrac- 
tors and sign people who are 
working up a nice business in il- 
luminating poster boards, wall 
signs and roof signs of every de- 
scription. This is the time when 
replacement of present equip- 
ment is a large problem with the 
poster board and bulletin board 
companies, and practically every 
new roof or wall sign and every 
repaint of a roof or wall sign is 
a prospect for Benjamin Elliptical 
Angle Reflectors. 

Here is a field where the prod- 
uct is in a class by itself. The 
Jenjamin Elliptical Angle Re- 
flector has been adopted as stand- 
ard by the large outdoor adver- 
tising display organizations be- 
cause of its superior illuminating 
and service efficiency. 

On the other hand, Benjamin 
Ellipteal Angle Reflectors are 
used indoors where lighting 
either from the side or directly 
in front of the iliuminated sur- 
face or area is particularly desir- 
able. There are countless places 
where no other form of lighting 
will do, and in such places no 
other unit is as satisfactory as 
the Benjamin Elliptical Angle 
Reflector. 

Time and again Benjamin 


















The daylight picture shows how Benja- 
min Elliptical Angle Reflectors are 
mounted level with the top of the board 
—not below it 


When ill d, the 4 Benjamin Ellip- 
tical Angle Reflectors give an evenly dis 
tributed light of the same intensity as 
from the 5 reflectors of another kind 
And there are no high or low spots, nor 








Se se - 





This Sign Tells a Story! 


—--sctnnieniirnnnnnvenmmeny Recently a comparative test of reflectors 
for sign board illumination was made for 
Duker & Shaw, Lid., Vancouver, B. C. 
Four Benjamin Elliptical Angle Reflec 
tors were mounted at one end of a 50-ft 
board ; 5 reflectors of another kind at the 
other end. 


The pictures tell why Duker Especially designed for the illummation of vertical surfaces The most satisfac 
& Shaw, Ltd., is now standardizing on tory hghting equipment available for the illumination of 
Benjamin Elliptical Angle Reflectors for 
POSTER ADVERTISING PAINTED DISPLAYS 


illuminating its boards. 





glare on the half of the board illum BENJ (MIN ELECTRI Adéress co 

inated with Benjamin Elliptical Angle NJAL ELE} IC MFG. } CONICAL REFLECTORS. Note the arene COMICAL REFLECTORS. Note ootittenss 3 ELLIPTICAL ANGLE REFLECTORS 
Refl 647 W. Jackson Bivd.. Chi: between that are unlighted unless addi- to distribute light over whole Note even distribution over the whole sustace 
Neflectors. 247 W. 7th St.. New York 580 Howard St.. Sen Franciece tonal units are used. sortece - 








































Especially suitable, indoors or outdoors, where 
lighting either from the side or directly in 
front of the illuminated surface or area is 
particularly desirable. There are countless 
places where noother form of light- 
ing willdo— in such places no other 
unit is as satisfactory as the Ben- 
jamin Elliptical Angle Reflector. 










Used indoors, in machine shops, for building up illumination 











from the side; in mills, foundries and locomotive works, where ~~ 
\ overhead suspension is impossible; body finishing departments | 
\ in the automotive industry; bowling alleys; show windows, etc. | Oe eTICAL 
Used outdoors for illuminated poster advertising; wall 









and roof signs; billboards and bulletins; building exte- 
riors; protective fence lighting; race courses; athletic 
fields; tennis courts, etc. 











" Made only by) 
\ BENJAMIN ELECTRIC MFG. CO. 
; aaa W. age ng $80 Moward Street Py Ly 
Rew Fern Sen Francisco le 






We have prepared complete cam- 
paigns tor assisting central stations a 
and electrical contractors to secure ZA 
installations of Elliptical Angle = 4 
Reflectors. Write the Advertising 
Dept., 847 W. Jackson Blud., Chicago 









Advertising Elliptical Angle Reflectors for General Illumination, Indoors and Outdoors. 


illuminating engineers have corner tells a story of an actual selling 


worked out these poster and sign experience. Cooperating with the job- 


illuminating jobs, co-operating with the ber, Benjamin installed 4 Elliptical An- 


jobbers’ salesmen in developing specifi- gle Reflectors on one end of a 50-foot 


cations, in planning and making instal- hoard, on the other end of which 5 re- 
lations, and in running and checking flectors of another type were mounted. 
tests. The 4 Benjamin Elliptical Angles were 
It is under conditions like these that retained, and this type made standard 
the Benjamin Elliptical Angle Reflector for all boards built by that company. 
comes to the front. For instance, the The jobber got the order and a nice 
advertisement in the lower left-hand big order for time clocks as well. 











BENJAMIN 
Elliptical Angle Reflectors 


One-Piece Porcelain Enameled Steel 





BILL BOARDS AND BULLETIN BOARDS 
STORE FRONTS 


COMMERCIAL AND INDUSTRIAL WALL SICNS 
AND ROOF SIGNS 


We will gladly co-operate with you im preparing plans and specifications and in 
demonstrating the effectiveness of Benjamin Elliptical Angle Reflectors 





Thew contour gives a distribu- 


rw of light whith persis Write our nearest office 

em to be suspended entirely be . . 

out of the field of view Give 

iin tuee ate we BENJAMIN ELECTRIC MFG. CO. 
the entire sign. 847 W. JACKSON BLVD., CHICAGO 


241 W. 17th Street New York 580 Howard Street, San Francisco 























Advertising Elliptical Angle Reflectors for Poster Board and Sign Illumination of Every Description. 
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For every requirement in Industrial Light- 














ing there is some unit and plano installation 
that more nearly fulfills every need than 
any other. 





Thus it is that Benjamin Industrial Lighting 
Equipment covers the range of industrial 
lighting requirements. 





It may be the RLM for general illumina- 
tion. Or the Elliptical Angle for lighting 
from the side. Or the type R R Threaded 
Fixture, where a rugged two-piece unit, 
with the reflector easily removable for 
cleaning, is required. Or it may be that 
unusually handsome and efficient new unit, 
the Glassteel Diffuser, which is just what 
will fill the bill for fine manufacturing 
plants, show rooms, offices, administration 














































buildings, etc 


The line 1s as complete as the units are 
effective, and the house is industry-old in 
its association with the problems of indus- 
trial lighting. All are at your service. 





Whenever and wherever Industrial Light- 
ing is being considered it will pay to put 
it up to Benjamin. Bulletin No. 52 will be 
a good start in that direction. 








Our nearest office will be glad 
to hear trom you 
























Safety Lighting 


for Grain Elevators, Flour Mills 
and Starch Mills 


The difficult requirements of adequate 
illumination, low maintenance costs 
and long service under unusually 
severe operating conditions are all 
admirably met with 


BENJAMIN 
Safety Lighting Equipment 


Minimize the possibilities of hazard from 
dust fires and explosions. 
Increase operating efficiency from 25 to 
50 per cent. 
Bring needed illumination to every elevator 
and milling operation in strict compliance 
with the recommendations of the Insurance 
Companies. 
Our illuminating engineers will cooperate 
with you in developing your specifications 
for safe and efficient lighting. 

Address nearest office 


Benjamin Electric Mfg. Co. 
847 W. Jackson Bivd., Chicago 
247 W. 17th &t., 
New York 





No. 657—For Garner Floors, 
Elevator Heads and Legs and all 
General Workhouse Lighting. 


Dust, 
Vapor 
and 
Water 
Proof 





No. 6800—Heaviest and Safest 
Fixture Made. Supplied for both 
Wall and Ceiling Mounting. For 
lighting Conveyor Tunnels, Ele- 
vator Boots, Receiving Bins end 
a!l Underground Workrooms. 



























BENJAMIN ELECTRIC 
MFG. CO. 


847 W. Jackson Bivd., Chicago 
247 W. 17th Street $80 Howard Street 
New York San Francisee 
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Makers of Things More Usefut 


Sell General Industrial 

Lighting 

The summer season gives many 
industrials, schools, public build- 
ings and other institutions an 
opportunity for a badly needed 
change-over in lighting equip- 
ment. Never before in the his- 
tory of lighting has the demand 
been so specific or so critical. 
Folks are expecting the lighting 
equipment to suit the job and 
here is where the Benjamin Line 
gives the jobber’s salesman a tre- 
mendous advantage. 

Benjamin has kept pace with 
every development in the art 
and manufacture of- incandescent 
lamps and with the requirements 
of every phase of industrial and 
institutional lighting. For every 
requirement there is some unit 
and plan of installation that more 
fulfills need than 


nearly every 


























Elevator 
and 
Mill 

Portable 













No. 6841—Extra Heavy, Water 
Tight. Cast brass body, brass 
gQuerd, with detachable cast brass 
hook 













Benjamin Gas and Vapor Proof, 
Dust and Moisture Proof Fixtures 
are made in types and stylés to 
meet every requirement for illumi- 
nation where dust, moisture, gases 
oracid vapors are present. 











Current advertising in Trade Papers on Benjamin Industrial Lighting and Safety Lighting 


The 
is as complete as the units are ef- 
There is at your service 


any other. Jenjamin Line 
fective. 
in the 
JZenjamin Organization every 
element that spells success for 


Jenjamin Line and the 


you, and Benjamin advertising 
and sales promotion are geared 
to reach the executive and user 
who has that final word that con- 
verts your presentation into a 
signature on the dotted line. 
Sell Safety Lighting in 
Grain Elevators, Flour 
Mills and Starch Mills 
Every builder, owner or oper- 
ator of a grain elevator, flour or 
starch mill has a constant night- 
mare to face —dust explosions. 
Flimsy, inefficient lighting equip- 
ment is one cause of dust fires 
and explosions. The mill owners 
are awake to this hazard and are 
Jenjamin 


keen to eliminate it. 









safety lighting equipment is ideal 
for installations of this character. 

In this field you have two won- 
derful sales arguments to pre- 
sent. First of all is the safety 
factor to lives and property, and 
then there is the tremendous in- 
crease in efficiency which comes 
through the use of modern light- 
ing equipment in giving men an 
opportunity to see their work 
and do their work in security and 
contentment. 

In addition to our advertising 
in media dominating these indus- 
tries, we are carrying the story 
directly to owners, operators and 
builders, and here you will find a 
ready response that will fatten 
up your average and bring you 
nearer to the bonus. Here’s one 
place where you can make busi- 
ness for yourself and friends for 


the house. 









































Milner Organizes Own 
Business 
George S. Milner has resigned as 
vice-president and general manager oi 
The Erner Electric Co. of Cleveland, 


George S. Milner 
O., to organize his own business in 
the same city, effective June 10. 
George Milner is one of the best 
known and best liked men in the elec- 
trical jobbing industry. He joined 
John A. Erner in 1903, about a year 
The Co. 
formed. Although he was the only 
salesman, and worked both in the store 
and outside, the company’s sales in 
his first year were almost $125,000.00. 
Later, when additional men were em- 


after Erner Electric was 


ployed, he became sales manager, and 
upon Mr. Erner’s death in 1908, he 
At the 
lime of resigning, after exactly 21 


was made general manager. 


vears of service, Mr. Milner was vice- 
president, general manager and a 
director of the company. 

The style of the new concern which 
he has organized is The George S. 
Milner Co., with offices at 410, The 
\reade. It will distribute a carefully 
chosen line of 
specialties which will be merchandised 


under plans which Mr. Milner has 


household electrical 








De- 
tails of these plans are being with- 


been perfecting for some time. 


held for the present. 

A host of good wishes go with 
George Milner into his new business. 
He is equally popular with suppliers, 
customers, competitors and the mem- 
bers of the organization with whicn 
At meet- 
ings of the Electrical Supply Jobbers 
the 
Agent-Jobbers he has long been a 
prominent figure, whose dependabilily 
is proverbial, whose counsel is sought 


he worked so many years. 


Association and Westinghouse 


and relied upon, and whose geniality 
is contagious. 
* * * 

Crofton Heads F. D. Lawrence 
Appliance Department 
Lewis M. Crofton has been made 
manager of the appliance depart- 
of the F. D. Lawrence Elec- 
tric Co., Cincinnati, Ohio, and will 


ment 


have charge of the lines of the Edi- 
son Electric Appliance Co., Estate 
Stove Co., Bleardon-Dun Co., Shel- 
ton Electric Co. and Hamilton-Beach 
Co. The department will also handle 
«a complete line of electric ranges. 


Fan Keeps Out Lint and Dirt 


Up until now textile manufacturers 
have been hampered considerably in 
the production of faultless cloth be- 
eause of the enormous amount of lint 
and dirt which collects on the warper 
and consequently transfers itself to 
the yarn. A great deal of time has 
been lost in having the operators clean 
their warpers several times each day, 
but even this did not prevent the col- 
lection of lint in the warpers, which 
occurs particularly when short staple 
cotton yarns are run. 

There is a new device, “like a dream 
come true,” that will obviate all this, 
and it is claimed will improve operat- 
ing conditions as well as make the 
manufacture of better cloth possible. 
The 


mounted on top, and extending the 


device consists of an iron rail 
length of the warper and a 12-inch 
electric fan, which travels from end 
to end automatically, at the same time 
oscillating from front to back, the air 
current thus passing through the drop 
wires, and front and back combs. The 


tan starts and stops with the machine. 











This interesting window was installed by McCarthy Bros., & Ford of Buffalo, N. Y., 
during the recent “Save Mother” washing and ironing machine campaign conducted 


by the local Electrical League of the Niagara Frontier. 


As the photograph quite 


clearly shows the theme of the window was a realization of a woman’s wish expressed 
to the supposedly magical ouija board that she would never again see a rub board. 
The attention of the passerby was arrested by the two wax hands resting upon a 
tilted ouija board. The cards used in the windows explained the connection between 


ouija boards and washboards and washing machines. 


It was a simple, but was 


found to be a very effective window display, and very inexpensive to install. 
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ROME 
Super SERVICE , 
JUNIOR 4 ry 
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Why not write 
today for the 
booklet and a 
sample of 
Super Service 
Jr., on which 
you can make 
yourown tests? 


Write Dept. B-20 


“—has been adopted 
after extensive investigation 
and experimentation.” 


(extract from advance announcement to trade) , 







OR their new model Dictaphone, designed to be the last word 

in correspondence efficiency, the Dictaphone Corporation of 

Bridgeport, Connecticut, have adopted Rome Super Service Jr. 
Cord for exclusive use on all these machines. 


Here is what they say in their advance announcement to the trade: 


“The Super Service Jr. Electric Cable has been adopted after 
extensive investigation and experimentation. The Super Service 
Cable is a para rubber covered cable, of great mechanical and 
electrical strength, remarkable flexibility and excellent 
appearance. Its color does not fade, it does not pick up dust, 
grease, oil or moisture. It will not fray or break. It will 
continue to function perfectly under the hardest kind of usage.” 


Haven’t you a job where Super Service Jr. will help? 


It will ensure long, trouble-free performance for electrical equip- 
ment of many types. Here’s a flexible, absolutely non-kinking 
cord having a fine looking smooth surface particularly designedand 
fitted for the highest class electrical extension work. It is molded 
under tons of pressure and is impervious to moisture of all kinds. 
We will gladly work with you in developing applications—your 
questions are invited. 

Super-Service—a larger, heavier cord than Super-Service Junior 
may also be of interest to you for heavier types of work. 


ROME WIRE COMPANY Mills and Executive Offices: ROME, N.Y. 
Diamond Mills, Buffalo, N. Y.—Atlantic Mills, Stamford, Conn. 


NEW YORK BOSTON CHICAGO DETROIT LOS ANGELES 
50 Church St. Little Building 14E. Jackson Boulevard 25 Parsons St. J.G. Pomeroy, 336 Azusa St. 


ROMI 





2051-4 


























How Much Jobbers Sold 
in 1923 


(Continued from page 5) 
jected into the fixture business wit! 
the added influence of the kitchen 
lighting campaigns that have been 
carried on throughout the country. 

Electric ranges have advanced re- 
markably, now standing nineteenth on 
the list as against twenty-seventh in 
1922, representing more than 100 per 
cent increase in sales. Electric flat- 
irons maintain exactly the same posi- 
tion with a volume of sales somewhat 
greater in 1923. 

In the sales of panel boards for 
power and lighting the jobbers in 
1923 made a note-worthy gain over 
1922, sales practically doubling. 

And so on through the list it is in- 
teresting to study the _ individual 
changes that have taken place in the 
various sales items'that go to make up 
the jobber’s major activities. 

Moreover, the figures disclose a 
situation that should be encouraging 
to the industry. The electrical job- 
ber today is making progress. It is 
eviderit that his position in the field 
of electrical distribution is essentially 
sound and that the growth in his de- 
partment is in keeping with that of 
the electrical industry as a whole. The 
value of electrical devices and prod- 
ucts that the jobber handles today, 
reaching the consumer at a figure of 
nearly $800,000,000 in a single year, 
stamps him as one deserving of no 
small consideration in the field of big 


business. 
+ # & 


Another Dealers’ Display Room 

E. A. Quarfoot, Milwaukee, Wis., 
has installed a fixture display room on 
the second floor. The entire William- 
son line is shown in this room. The 
company sells nothing at retail, but 
offers this room to the dealers for use 
in closing prospects. 








“Balloon tires ‘n’ everything” said W. 
J. Ryan (on the left,) as he invited J. \ 
Ehrhardt to pose in front of his ca 
Both are with the Electric Appliance Cv 
Chicago, Ill., and are always in a hosp 
table mood. 
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The Early Heater Display 
Catches the Business 


HE jobber salesman who gets after 

his retail trade now to put in dis- 
plays of Hedlite Heaters is helping his 
customers get the big bulk of this prof- 
itable business, with an equally desir- 
able profit to himself. The man who 
pushes heaters first will get a well- 
worth-while immediate business. He 
will also have the jump on competi- 
tors for later purchases, as he will have 
established himself in the minds of his 
purchasers as “the place to buy later.” 


HEDLITE 
HEATER 


How Hotpoint Helps You 


Cash-In Early on This 


Profitable Heater Business 


Hotpoint gives you the best heater on the 
market. Its special copper plated steel re- 
flector throws more heat for the current 
consumed. A cool unit receptacle prevents 
loss of heat and trouble at connections. 
Hedlites have famous Hotpoint screw base 
heating units, welded steel guards, heavy 
asbestos and rubber insulated heater cords, 
cast iron, weighted, ornamental bases in 
several attractive finishes—everything in 
fact that produces a most serviceable and 
popular selling heater. 


Moreover, there is a complete line of styles 
at a range of prices which enables satisfying 
every customer. And long years of national 
advertising has established buyer confidence 
in the name “Hotpoint.” 





/, ™ 


The New $6.50 Seller 


This new No. A31 Hedlite meets the demand 
for a serviceable, low priced heater and will 
pull a big sale. Weighs 612 pounds; 15% inches 
high; 11 inch reflector; permanently attached 
unit. An exceptional value. 


Complete Line Meets 
All Competition 


A16—Pedestal Type, designed to fit in with 
modern living room furnishings. 

A29—De Luxe Model, beautifully decorated 
in Antique Bronze, Florentine Relief or 
Old Ivory. 

A15—An exceptionally desirable heater at a 
moderate price; 14 inch reflector bowl, 
counterbalanced base. 








A30—An efficient model, at a low 
price; 12 inch bowl; 7’ pounds; 
Famous Hotpoint element. ( 
Write for prices and complete information 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5612 West Taylor Street : Chicago, Illinois 
BOSTON + NEW YORK - CLEVELAND + CHICAGO + ATLANTA - ST. LOUIS - SALT LAKE CITY - ONTARIO, CALIF. 
Factories: Chicago, Illinois, and Ontario, California 


Also makers of a complete line of HOTPOINT ELECTRIC RANGES 
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National Home Lighting Cam- 
.paign Under Way 

The Educational Com- 

mittee, which is responsible for the 

Retter Home Lighting Activity, is a 

committee of the entire electrical in- 


Lighting 


dustry. Its membership includes rep- 
resentatives from the National Elec- 
tric Light Association, the Society for 
Electrical Development, the National 
Council of Lighting Fixture Manu- 
facturers, the Illuminating Glassware 
Guild, the National 
Lighting Fixture Dealers, the Asso- 
ciation of Electragists, the Electrical 
Supply Jobbers, the Electrical Manu- 


Association of 


facturers, and the trade press. 

The Better Home Lighting Activ- 
ity is a nation-wide undertaking. 
The financial support for its opera- 
tion has been contributed by every 
branch of the electrical industry in- 
While the ex- 
ecutive control is, of necessity, vested 
in the relatively small but represen- 
tative Lighting Educational Commit- 
tee, the 
tail work so essential to its success- 


terested in lighting. 


tremendous amount of de- 
ful conclusion, offers to every elec- 
trical man in each local community 
an opportunity to contribute in no 
small measure to the effectiveness of 


this big, broad program. 


The activity naturally divides it- 
self 
paigns in every community and the 


into two phases,—local cam- 
national campaign. 

The national campaign includes the 
competition among architects for the 


of 
which has already been brought to a 


design model electrical homes, 


successful conclusion, and has re- 
sulted not only in providing a home 
te feature in all advertising and 
offer as a prize but also as the means 
of five 


architests electric 


some thousand 
better 


and lighting for residences. 


interesting 
in wiring 
a $300,- 
000 advertising campaign in a large 
of 


circulation, designed to create inter- 


Another feature will be 


number of magazines national 
est in this lighting activity and to 
refer the reader to the local 
trical interests for participation and 
information. As a of fact, 
all of the work of the Lighting Edu- 
the 


so 


elec- 
matter 
cational Committee, excepting 
architects competition, 
planned that the attention of the 
public will be directed to the local 


will be 


group. 
For example, the national prize 
awards, which should be featured in 
each community, will be competed 
for only by the local prize winners. 





These will start with the offer to re- 
produce the $15,000 model home and 


range downward through college 
scholarships to prizes of smaller 
value. 


There will be available for the 
use of local communities well known 
lecturers on lighting subjects, who 
may be booked to appear before 
and 


be a 


with lectures 
demonstrations. There 
number of field executives available 
who will gladly assist local com- 


and 


local audiences 
will 


munities in organizing plan- 
ning their activities. 

In order to equalize the conditions 
of the 
prizes and to reduce the cost to local 


communities, the Lighting Educa- 


competition for national 


tional Committee will produce and 
distribute at cost to each commun- 
ity those items which have a com- 
This includes such 
Home 


mon application. 
the 
Primer, newspaper lessons, badges 


material as Lighting 
for the contestants, newspaper ads, 
The 


committee has also arranged for the 


lantern slides and lectures, ete. 


production and distribution of mo- 
tion picture film and poster display 


advertising. All of these items are 
described in detail elsewhere in a 
booklet. 











These pictures, by courtesy of Curtis Lighting, Inc., do not 
represent new ideas, but they do serve to emphasize the fact 
that on every hand there are innumerable opportunities to pick 

Big buildings are not 
The golf course, the ten- 
nis court, the bathing beach, trap shooting, playgrounds, county 
fairs, race tracks, lawn parties, amusement parks-—all of them 


up profitable flood lighting business. 
alone in offering these opportunities. 








lighting is needed. 








are excellent prospects sale of floodlighting. 

But pleasure and entertainment is only one field where flood- 
For advertising or bringing out the archi- 
tectural beauties of buildings or monuments by night, pro- 
tection lighting, night construction work, oil fields, spectacular 
effects, lighting of church windows from the interior, etc., 
floodlighting is used. 
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“It would be a mighty mean man that wouldn’t tell a friend about Wire-Nuts” 


w 






















p 






TRADE-MARK 


Straight Advice 


No, don’t leave your blow-pipe at home. 


BUT DON’T GO OUT TO MAKE UP JOINTS 
AT OUTLETS WITHOUT A POCKETFUL 
OF WIRE-NUTS. 





Wire-Nuts make most joints better, quicker, cheaper. 
Better joints because brass and bakelite are better 
than solder and tape. Quicker because you only have 
to twist the wires together and screw on the Wire- 
Nut. Cheaper because they are made in large quan- 
tities from the highest grade materials. 





Size of Wire-Nut to Use 
























































Number and Size of Wires in Joint No. of Wire-Nut 
2 No. 14 solid and : 
| 1 stranded fixture wire No. 14 
2 No. 12 solid and ' 
1 stranded fixture wire No. 12 
1 No. 12 solid and 
1 No. 14 solid and No. 12 
1 stranded fixture wire 
TWO SIZES 2 No. 14 solid No. 14 
| 
| 3 No. 14 solid No. 14 
| 4 No. 14 solid No. 12 | 
Packed 100 to a carton, 1,000 to a standard package I No. 12 solid and : 
2 No. 14 solid No. 12 } 
If you are not using Wire-Nuts, order a carton | 2 No. 12 solid No. 12 | 
: 
and try them. | a oo No. 12 | 
Send for Free Sample Approved by Underwriters Laboratories. 


LLECTRIC OuTLeT COMPANY. 


8 West 40th St. New York City 








All Smproverse Are Aids to Better Electrical Work 
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Your trade will see this first general announcement of the new 
Levolier White Glazed Porcelain Bracket in page advertisements 
in Electrical Merchandising and Electrical Record for July. 


Announcing-%e 


White Glazed Porcelain 
Bracket 


Patented 
and Patents Pending 


Cat.Nol05 39> 
q 


There is nothing equaling this bracket for bathrooms, kitchens, hospi- 
tals, etc. Easily kept clean and fresh looking, never discolors. Lever 
at bottom allows ease of operation and serves as a finishing knob. 
Easily wired. Position of socket may be inverted. 


| PACGILL |: 


MANUFACTURING CO. 


Electrical Specialties of Quality 


ESTABLISHED 1004 


VALPARAISO + INDIANA 


Sold in Canada by W. H. Banfield & Sons, Ltd.. 370 Pape Ave.. Toronto. Ont. 





Most jobbers are supplied with this popular item. If you 
haven’t seen the new fixture, ask your house for a sample 
with prices and full information. This is a SURE winner. 


























































Illumination 








The local activities, operated by) 
an electrical league or local lightin; 
educational committee and on whic! 
the success of the national activit) 
depends, will have as their principa! 
feature a home lighting contest op 
erated among the children of hig) 
school age or less regularly enrolled 
in the public, parochial and private 
schools. 


Every child who registers will b 
given a Home Lighting Primer, sup 
plied through the local committe: 
by the Lighting Educational Com 
mittee. It will contain the rules of 
the contest, a series of brief, simple 
lessons on home lighting, and the 
material necessary for the three com- 
petitive features. These will be: 


1. To cut out of catalogue pages 
in the Primer the proper lighting 
fixtures for each room in the home 
and paste them in pictures of the 
several rooms provided for that pur- 
pose. A wide variety of specially 
designed, non-commercial fixtures 
will be provided, drawn to scale. 
The selection of shades and designa- 
tion of wattages will be a part of 
this feature. 


2. To fill in on brief forms pro- 
vided for the purpose, a survey of 
the lighting equipment in the child's 
own home and in the homes of two 
neighbors. 


3. To write an essay, not to ex- 
ceed 600 words, on good home light 
ing, telling how the contestants 
would relight their own homes. 


Aside from the obvious necessity 
for uniformity of contest conditions. 
the features used in each community 
to insure the success of the activity 
are matters for the decision of the 
local interests. Most communities 
will wish to avail themselves of this 
opportunity to display a mode! 
lighted home, and the plans of th 
prize-winning home will be mad: 


|available for this purpose. 


Suggestions for other features ar: 
listed in what is called the “Plan 
Book,” copies of which are avail 
able to all those who are interested 
Communications should be ad 
dressed to the Lighting Educationa! 
Committee, 680 Fifth Avenue, Ne) 
York, N. Y. 
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Windows are mighty builders of sales and profits. 
A window display for a Virginia dealer sold 125 
HEMCO plugs in two weeks’ time. A Wisconsin 
dealer sold 100 plugs in the same way. An 
Omaha dealer, through a “M otion’’ display, 
found his HEMCO sales increased ten times over. 
Displaying HEMCO plugs on your counters and 
in your windows with appliances will double your 


HEMCO sales. 


Announcing Isn’t it about time to give HEMCO plugs that next 
the New HEMCO PORT exclusive window display? Those who know— 


ing set. Write for full demand HEMCO. 


description and prices. 


GEORGE RICHARDS & COMPANY /nc 


557 W. Monroe Street Chicago IIlinois 

















= | 


——— 
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Tests “Short Life’? Lamps 


The information that follows, 
-comes from a jobber’s salesman, but 
what he says is pertinent to every- 
one whose business is lamps and 
lighting. 

Occasionally a dealer is asked to 
replace a lamp which the customer 
thinks has burned out prematurely. 
It is much easier, of course, to issue 
a new lamp than it is to inquire at 
length to find out whether the cus- 
tomer has burned it under unfavor- 
able conditions. Another factor that 
often enters in is the fact that the 
complaining party may be a good 
customer and the dealer does not wish 
to lose his trade by refusing to give 
him a lamp free. 

Mr. Leo I. Kitziger of the Inter- 
state Electric Co., New Orleans, La., 
believes that the lamp salesman is 
too often lax in his duty of finding 
out whether the customer is clearly 
entitled to a renewal. He writes: 





Os a ss ti 
i Se 


“In the last 14 years that I have sold 
Columbia National Mazda lamps as 
a jobber’s salesman, I have had about 
30 complaints covering short life of 
lamps, and have yet to fail to con- 
vince the customer that the fault lay 


Every Salesman Knows— 


—the tremendous advantage of selling a 
product whose superior quality is recognized 
and accepted. 


Powerful advertising has so forcefully im- not with lamp but with the voltage 
pressed buyers with the Square D’s superior under which the lamp was turned. 
worth, that this unmistakable selling advan- Of course in order to convince him 
tageis invariably conceded fromthe beginning. I always arrange for a voltage test 

consuming from 12 to 36 hours, with 
SQUARE D COMPANY, DETROIT, U.S. A. readings every hour. This can easily 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 


be arranged by having one of the 
customer’s employees do the reading 


a Francisco, ax Moos tear 4 —_ won (62) 
i s lumbus, i is, i. 
New Orleans, Baltimore olumbus nneapolis, Indianapolis and keep the log. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT be : F 
BRANCH OFFICES: Toronto, Montreal In one town, in which I have 


made several tests, the line voltage 
is supposed to be 120. I have found 
lamps compelled to operate under 
anywhere from 118 to 139 volts. The 
customer has been convinced and 
satisfied by my test every time, and 
I believe my efforts are appreciated 
more in the long run than if I had 
complacently admitted my lamps to 
be faulty and replaced freely.” 

Mr. Kitziger is certainly deserv 
ing of a great deal of credit for his 
willingness to “see a thing through.” 
And, as he states, he has been full) 
repaid through his ability to hold 
the business of those who may have 
been the most bitter complainers. 
—Light. 








ie sommens@)sareswas 
glee 

Reduction 
on 


Nicenarelcenuel Large 


NATIONAL MAZDA LAMPS 
effective July Ist. 


* Jhere is profit 
for you in feat: 


uring this new 
price reduction 


NOW! 














NATIONAL 
MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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HARTFORD 
Time Switch 










































ON REPUTATION! 


A surprisingly large part of our business is in repeat orders— 
indicating steady, reliable, sustained performance. 


We pioneered the field, with a quality policy, and have main- 
tained it in the face of cheaper competition. We have never 
been stampeded by this passing condition. 


Therefore—we have continued improving our Cadillac, rather 
than attempting to manufacture a Ford. 


Twenty-five years in business, each of which has been better, 
speak for Hartford Switches. 


Further—Hartford Switches mean more profits—and that’s 
really what you're after. 


Hartford—THE control for window lighting, electric signs, 
burglar alarms, the charging of storage batteries, apartment 
hcuse hall lights, etc. 


Write for the latest H. T. S. Bulletins 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 



















New Light Standards for Home: 
and Business 
J. W. Lofts, distinguished illum 
inating engineer, has recently con 
pleted a detailed study of ligh 
required for human comfort and 
health both at home and work, whic! 
is made available through the Societ\ 
for Electrical Development. 
The intrinsic brilliancies of th 
more common forms of artificial light 
in terms of candlepower to the squar: 


_inch are used as follows: 


eR I ne a he es ee 2 


oe Og i a 1 
Flat Wick Oil Lamp. ............. eee 
Incahdescant Mantle .................2........sssses- 4( 
LCG Cg Le, 5 7, ka a eee 40 
NUNC SRP UNMIN O50 655 coh ccsuisoovn sass henesed 100 
Fee ae Oe Eee oe nee re Ree 18,060 


The use of globes, which is recom- 


| mended to reduce glare and sharp 


lighting contrasts, was found to re 
duce the brilliancy of the light source 
from five per cent for clear glass to 


| 40 per cent for heavy frosted glass, 


and the reflection of light from ceil 


| ings and walls was determined to be 


approximately as follows: 
Per cent of 
Light Reflected 


Whitewashed ceiling ..... 50 
Light orange or cream paper 50 
Blue, vermilion or brown paper 10 
Light green paper .............. 20 
Light pink paper ............ 35 
cS to ie ..80 


Indirect illumination, the avoidance 
of glare and of deep shadows and the 
installation of diffused lighting sys- 
tems are advocated both for home and 
work-place lighting. The standards 
of illumination found desirable, as 
given below, are given in foot-candles, 


| i.e., in multiples of the amount of 


light thrown upon an object one foot 
distant by a standard  sperm-oil 
candle. The illumination levels for 
various purposes are: 

Foot candles 


RS oe csc t on ccna Aiea est nig 6 to 10 
TOPAUANTINE POONIS 6.56.--cicce.ncnee-cseecssin 10 to 20 
| Churches ......... ee eee an ean 3 to 6 
| Schoolrooms _ ........ ee eeeeaee rs (6 to 10 
PTOI sco ca sce Sicdcccesserscsnorseuckceceess 8 to 12 

| Stores, according to 
WORT GS, casi oscar swtntasnss 5 to 12 
PRI BOWIE. a.ccscecsicsecévsdsexecctactcnate 8 to 16 
ea |, ah ean 6 to 8 
POE TONING 5s svn ss coc setrosesenessses 4 to 6 
| Library or study Ln 8 

* * 


New Jobber to Start in Boston 


It is reported that a company to | 


| known as the Kelleher Electrical Su) 
| ply Co., will shortly open in Boston, 


| the Joseph H. Greene Co. of Bost: 


Mass. and will be located at 120 Hig 
Street. It will handle general el 
trical supplies and fixtures. M 
Kelleher was formerly associated wi 
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BUTTON, BUTTON, 


Where’s the Button ? 


0 Our suffering friend can’t find 
8, it. 
























ye How many similar victims 

there are who will chortle with 
d glee when they get their first 
glimpse of the new Bakelite 
luminous handle on the Bryant 
Flush Tumbler Switch. No 
more stubbed toes, barked 
shins and strained vocabularies. 


































d And you, old J.S. Don’t you 
Is see how this magic button will 
4 turn a dark outlook into bright Bee BI esl tung 
s. elite lumi umbler sy; 
prospects for you? — for groping MoUs handle is g pitch with 
rt This is a small gi} woes switch’ b ae In the bs ws cure 
ot rounded at one eng: '°¢: industry for ee gro ing run 
‘] The Bryant Flush Tumbler elie —_ ‘haem "seonthing new tenant in the 
. e ° « Pure, athe 4 block o t n Swit h 
ir Switch with Bakelite luminous om lite machinegrat ake- red aren Bakelite nv handle of clea; 
i slightly xt,* Pipe pf sete ed with o _COntain 
_ If handle gets new business in mae ate atent pe of hegun e e 
e . e can 
“ old territories, because old ia ark from any angle t can be ion 
2 P ” > innuine “Undark'= with Thi . nd it shi e 
6 switches can be replaced with- e radiant, contain: venience (sh it the final a nes forever. 
10 * os ems of electric Jighy: P iM th 
12 out extra wiring. ee Tite inte lighting. € con. 
iS Put insi 8'488 rod is c . Or it i, ae 
> block wide the Bakelite ompetit, S Unlimit 
- name . ee | erst theta at can get fy, OU" Jobber hat, Ht has no 
16 And that’s nice business dur- tumbler twit” Bevant mptly. in stock op 
9 a < erfect Simply sae 
ing summer dog-days. ect ran 
; Notice the Lighting Frying 
‘A Superio, Wiring i 
n Cvice for every Elects; , 
ca »» 
bi THE B Need 
1 Patty ELEctTR 
421 ST Ic 
his advertisment appears tii the NEW yor ATE sT., BRIDCEPoR Company 
uly issues of Electrical Retail Mt Medians Ave 846 wotticaco - CONN. 
ng, Electrical Merchandising, * West Adams S 149 Nea RANCISCO 








; . sy) ow 
Electrical Record, National Elec Montgomery &. 
tragist, Journal of Electricity 


ind Electrical Soutl 
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The'‘Live’ G-E Fan Campaign 
ull swing / 





You wouldn't drink 


Staunant wat@ 


The canary in the mine 
GE Fans & 
we, 


! ya 
| GENERAL ELECTRIC 


; 





GE Fans 
Py 
GENERAL ELECTRIC 


Another Sales Making 
G-E Fan Campaign! 


The health and comfort to be had in live, cool, 
fresh air is being featured in the latest and best 
G-E Fan advertising campaign which is appearing 
in the leading national magazines and local news- 
Papers. 








This forceful campaign has already reached mil- 

lions of readers. They’ve been told how inex- a ’ 

pensive and how easy it is to have G-E Fan com- > er Bendy oN aie 
fort during the hot days and nights, eo ™ : = allay long ada fein o 
The national campaign is being localized by ads _ 

in representative newspavers which carry the GENERAL ELECTRIC 

names Of local G-E dealers. G-E Fan ads are = 

paving the way to more and better G-E Fan sales 

by appearing at the psychological moment when 

fan selling is extremely profitable to you and 

your dealers. 








Dealers everywhere are being told how profitable 
this advertising is to them and how they can 
cash in on it. See that they do tie in to the 
greatest advantage to tiemseives and you. 


MERCHANDISE 


GENERAL 
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Make your Salesroom a 
“E Fan Headquarters 









Serecesse 


: GEFans | Te begs: 
er Fans 
| ait @E Eg Bie 
4 at » ft pins | 
Ss A 


ty = MY 4 
Y lon en CE Fans 









Dealer and Jobber 
Co-operation Produces Results! 


Here’s how your dealers can get interested pros- 
pects into their stores. 


Tell them to make their windows sell fans by keep- 
ing G-E window display material at work all the 
time. (Window display material is supplied with 
a suggestion sheet for attractive display featuring 
the G-E Fan Girl.) 


Get your dealers to display G-E Fans in promi- 
nent places in their stores, on counters, in aisles, 
everywhere, where they'll be seen. 















G-E Fan folders are better than ever this year. 
Your dealers should have a supply to mail in en- 
velopes and packages and to place in conspicuous 
places for pick-ups. 









Have your dealers distribute the miniature G-E 
Catalog and the G-E Whiz leaflet. 


Dealers can build Fan sales with G-E lantern 
slides—get them to use them on the screens of 
their local movie theatres. 











Follow-ups to the recipients of the book “The 
Home of a Hundred Comforts” will produce 
sales. Suggest this to your dealers. 






Explain that store keepers offer a big field for 
fan sales. Get them to make a store-to-store can- 
vass. They’ll be surprised at the large number of 












The sales. 
——— oe Be sure every dealer’s salesmen are familiar with 
in Goods Electrica the low operating cost and other sales-making 


features of G-E Fans. 


Merchandise Department 
General Electric Company 
Bridgeport, Connecticut 


DEPARTMENT ) 


ELECTRIC 
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Who’s the Umpire? 


At a meeting of representatives of 
eight New York jobbing and elec- 
trical houses, in April, a baseball 
league was formed. The representa- 
tive houses are Stanley & Patterson, 
The Radio Corp. of America, Gen- 
eral Electric Co., Sibley-Pitman Co., 
Royal Eastern Electrical Supply Co., 
Thompson-Starrett and the Lighto- 
lier Co. W. R. Ostrander & Co., one 
of the pathfinders, has withdrawn. 

The league has adopted the mon- 
icker of the New York Electrical 
Baseball League, and the schedule 
runs right through until October. So 
far, the only officer appointed is J. B. 
Way, Jr., of the Thompson-Starrett 
Co., who is secretary. 

The early-season prognosticators 
are all predicting victory for their 
teams, with chips on their shoulders 
for anybody who disagrees with 
them. We can already hear “Willie” 
Cloutem, demon first-sacker, and in- 
cidentally stock clerk, asking if 12 
home runs for the season doesn’t rate 
him a job as first broom on the main 


floor. 
* * Ox 


Wheeler-Green Systematizes 
Stock Record 

The Wheeler-Green Electric Co., 
Rochester, N. Y., has just made some 
changes in its stock record depart- 
ment which should effect great sav- 
ings in time, labor and money. A 
‘“Kardex”’ perpetual inventory system 
is one of the improvements, but the 


most novel part is the sliding chair 
on which the stock record clerk glides 
back and forth before the card files, 
as in the accompanying illustration, 
Grooves were cut in the castors of an 
ordinary office chair and the chair 
placed on a little narrow gauge track 
running the length of the card files 
probably six or seven feet in all. 
With a slight push the occupant of 
the chair can slide quickly and easily 
from one end of the steel file case to 
the other with a minimum of effort 
and considerable speed, on the prin- 
ciple of the sliding ladder in a shoe 
store. This innovation was designed 
by a member of the Wheeler-Green 
organization and is as practical as it 
is novel. 
* * * 
Tidewater Flowing 

The Tidewater Electric Co. moved 
into its new quarters at Church street 
and Park place, New York, N. Y., 
directly opposite where it used to be, 
on May 5. There are approximately 
130,000 sq. ft. of floor space avail- 
able, about seven times as much as 
trunk 
lines have been installed in order that 


formerly. Three telephone 
the telephones will not be as busy as 
the house expects to be. 

Two new men have been enlisted in 
the ranks. “Bill” Vought, is an ex- 
International Electrical Supply man 
who will devote his time exclusively to 
the new radio department. “Charlie” 
Miller, was formerly assistant store 


manager of the Forty-second street 
branch of the Manhattan Electrical 
Supply Co. 





Sliding Chair for Kardex Operator 


~~) 


ae 
WZ 





¢ 











A. E. Eastburn, purchasing agent of 
the Carroll Electric Co., Washington, D. 
C. As is most always the case the sun 
was at the “back door.” 





A window display has been put in 
that is making Park place and Church 
street a corner to stop and look at. 
It is featuring Westinghouse lamps, 
with the Westinghouse display card 
the one you’ve seen with color cut of 
Independence Hall,—surrounded by 
an assortment of war relics. The lay 
out is not exactly in keeping with his 
torical facts, inasmuch as it depicts 


Independence Hall (1776), a num: 


ber of rifles of the Spanish-American 
War period (1898) and trench he! 
mets, cartridge belts, etc., symbolic of 
the 1917 free-for-all. 


* * * 


Over the Top in Cincinnati 

The latest knockout scored by th: 
Cincinnati Electric Club was in con 
nection with the gigantic Program 
of Progress staged by the Chamber 
of Commerce. With a money goal 
of $165,000 a year for three years th 
Electric Club was assigned a quot: 
of $8,560, operating as team No. 17 
in Division B. 

Under the leadership of Harry D. 
Rei, local manager for the Crous 
Hinds Co., the club determined to 


make its quota in one day. Not onl 
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Mid-West Products 


Two of Them 
That Are Making Profits 
For 400 Jobbers 


Fitz-M-ALL 


OUTLET BOX HANGER 
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Jobbers and their salesmen are finding positioned up or down for deep or 
this new Mid-West Product the finest shallow boxes, in or out to the exact 
possible selling mate for the Kruse position desired. 

Switch Supporting Strip. It's being Any style box can be used: Does not 


accepted by contractors everywhere. interfere with conduit pipes, cable or 


It's making them money and giving wire; Made in two sections for easy 
good service on the job. and quick installation on all work. 

Get FITZ-M-ALL on your trades’ Can be used between studdings for 
shelves to take care of demand. side outlet boxes, as the two sections 


may be made into an adjustable bar 
which extends from studding to stud- 
ding. The clip fastens the box and 
or new work with either conduit, at the same time clamps the bars to- 
loom or armored cable. Can be gether. 


The KRUSE 


Switchbox Supporting Strip 


The FITZ-M-ALL Outlet Box Hanger 


can be used with equal results on old 


Patented 





A package product in 16!% inch lengths that over 400 jobbers re-order 
regularly. 


Made of soft metal, easily snipped. Lath ends enter holder easily without 
whittling. Short pieces can be used without waste. Saves hours of time, both 
yours and your contractors’. 


Sell the Kruse. It’s the original switchbox supporting strip. 


MID-WEST METAL PRODUCTS CO.’ 


Muncie Indiana 








Electric Co., succeeds Mr. Krug. 





was this accomplished, but the quot 
was exceeded to the tune of a 11) 
per cent, truly a notable piece o 
work. 


J 


Art Cole Heads Nebraska Sec- 
tion of N. E. L. A. 


A. J. Cole, vice-president and gen 
eral manager of The McGraw Co.. 
was elected president of the Nebras 
ka Section of the National Electric 
Light Association at a recent conven 
tion held in Omaha. He has been an 
active member serving on many im 
portant committees in both the Ne 
braska and Mid-West Sections of this 
association during the past eight 
years. 

Although this is the first time a 
man engaged in the electrical jobbing 
business has been made president of 
this N. E. L. A. Section, Mr. Cole 
was the unanimous choice due to his 
wide experience, not only in the job 
bing business but in central station 
operation and kindred fields. 

He has been manager of the Platte 
Valley Power Co., which supplies 10 
towns north and west of Omaha with 
electric light and power, for the past 
three years in addition to his associa 
tion with The McGraw Co. for the 
past nine years. Previous to coming 
to Omaha in 1915 he was district 
manager of the Westinghouse Lamp 
Co., at Chicago for four years and 
preceeding that sales manager for 
Kohler Brothers, contracting elec- 
trical engineers of Chicago for four 
years. 

He is also chairman of the board 
of directors for the Electrical Exposi 
tion to be held in Omaha next fall, 
which promises to be one of the big- 


| gest events of its kind in the country 


and contains many striking and novel 
features from both an entertainment 
and educational standpoint. 

Mr. Cole succeeds T. H. Fritts of 
the Central Power Co., Grand Island. 
Neb. 


Changes in B-R Radio 
Department 


Leo Krug, manager radio depart 


| ment of the B-R Electric Co., Kan 


sas City, Mo., recently resigned to 
reinlist in the U. S. Navy. R. P 
Crawley, formerly with the Funste1 










































JOBBER’S 


MONE 
MAKERS! 


Peerless Products Line of 
Labor Savers, Time Savers 
and Money Savers / 
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The Peerless Loom Clamp No. |-8-3 provides a simple method of securing loom in place in outlet 
boxes. 
This Peerless Clamp will a proper agg — pa loom up to eight looms in Peerless Pancake - 
Plate or any 344 inch standard pancake box e clamp is held securely in place by locknut on se 
nipple or stud. By simply loosening the locknut any loom may be remcved or other loom added, up Here Sa line of loom clamps, 
to capacity of outlet box. 





LLhh hh 





hangers and switch-box sup- 
ports that’s netting jobbers 


nice profits. 


Peerless Fittings and Fixture 





Hangers are made of the finest 


This Peerless Hanger is de- ai pointed slide fasteners are driven into 


— for ge —_ - oes \, ag of beams, supporting and hold- 

e nipple or stud is suspende ing hanger rod in place. No nails or : bs b 

en an 18-inch steel rod and is | XR screws are used to install this hanger. materials and designed to give 
adjustable to any position or spacing be- The nipple or stud on Type C Hanger is of 

boomy ge - he steel a ene 3 . a inch pipe, full threaded, with set screw to x 

rig angle point at one end, easily driven tighten stud and box in place. Type C Hanger 1 = 
into bottom of beam thus preventing side- can be used with any Standard Outlet Box and t e greatest ease of installa 
wise movement of bar; the two adjustable permits all necessary adiustments. 





[ TIN ~\ \ AN XQ Ny a tion, saving builders’ time and 























money. 
as \ , | 
aN = 9 . 
= per There are innumerable exclu- 
& | 
p- as so 1] ‘ ° 
E }] sive features of construction 
Type A Peerl Hanger i “d Signed t ‘sec ly and e snc Lice ll tall ceil and side wall . = =. 
outlets in houses and Bulldings alrendy connlena ont Sunieed where Gecnie detainee one yen in the Peerless Line which will 
criginally planned for. 
It is strongly made of steel and comes equipped with *,-inch nipple or stud and locknut and be- 
cause of toggle bolt construction the nipple or stud may be folded into hanger, which permits installa- appeal to contractors. Study 
ticn through a hole as smali as 1'/2 inches in diameter. This toggle bolt construction also makes our - 
Li - oe od . ¥ bn ng and therefore ge he —_ —. aie ' . : 
none ae ype & See Se x] eerless Pancake Plate cr any standard outlet pan or the line and get after this 
= , profitable business in your 
territory. 


We've a jobber policy and a 
proposition that you should 


/IN\N learn about. It means profits 





Type B Support is designed for the better installation cf Switch or Receptacle Boxes in new 

buildings. to vou. 
This Peerless labor saving device consists of two strong steel bars each 18 inches long, equipped 7 

with -_ holders or supports and adjustable steel clips which fasten to any standard wall cases, 

Ry A Support is so designed that at any time an additional box may be added without defacing 

the wall. 
The saving in labor through the use of this device is enormous as compared with the old way of 

installing Switch Boxes, and when the job is finished the box is securely and safely in place. 


PEERLESS ELECTRO “PRODUCTS CO 


200-220 Holliday St. BALTIMORE, MD. 
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SIGNAL 
FANS 


The Season’s Biggest Sellers 


Junior $7.00 


List Price 


Full eight inch brass blades. Eight foot cord 
with separable plug. Hart & Hegeman Tog- 
gle Switch, one speed in base. Equipped for 
table and wall mounting. Universal motor 
25 to 60 cycles, 110 volt. (Can be supplied 
for higher voltages at slightly increased 
cost.) Self-lubricating oil wicks. Packed in 
single cartons for easy stocking and display. 


“Cool Spot” $10.00 


No. 900 List Price 
Plain Type 


Cored aluminum pedestal and motor housing; 
satin finish. Nine inch polished aluminum 
blades. Adjustable to any angle. Equipped 
for table and wall mounting. Eight foot 
green cord with separable plug. Single speed 
switch in base. Packed in single cartons 


for easy stocking and display. 


“Cool Spot” $16.00 


No. 901 List Price 
Oscillating Type 


Cored aluminum pedestal and motor housing; 
satin finish. Nine inch polished aluminum 
blades. Adjustable to any angle. Equipped 
for table and wall mounting. Eight foot green 
cord with separable plug. Single speed 
switch in base. Packed in single cartons for 





easy stocking and display. 


No. 901 
lIalkecuanle Factory and General Offices 
A Py oe 1970 Broadway, 
. ©)\ q © ) 
IMhe\s MENOMINEE, MICH. 
Boston, Chicago, Seattle, Minneapolis, Montreal, New York, Pittsburgh, 


Havana, Cuba’ St.Louis San Francisco, Toronto, Philadelphia, Los Angeles, Winnipeg 


You'll find our local address in your Telephone Directory. 


Danger in Blindly Ac- 
cepting the Negative 
(Continued from page 11) 
into the movement, line up his central 
station customers for similar cam- 
paigns this coming autumn, and in 
brief “cash in” on what promises to 

be a big and profitable activity. 

Did he do so? He did not. Instead 
he pointed out that if it became known 
that he was selling material to central 
stations for campaign purposes, he 
would lose the fat business in wire 
and knobs which he now enjoys from 
small-town contractors. Argument 
proved useless. He sat down in the 
breeching and nothing could move 
him. 

Maybe he was right. I don’t know. 
But I beg to point out that he doesn’t 
know either. He thinks that maybe 
he might lose some business by par- 
ticipating in such campaigns. He 
thinks that maybe some of his knob- 
and-No. 14 customers might object to 
his performing a proper jobbing func- 
tion for the central stations. But he 
doesn’t know. He clutched at the first 
negative argument that floated into his 
mind, and he resisted—he still resists 
—all effort upon the part of the inter- 
ested manufacturers to pry his fingers 
open and force a few profits into 
them. 








One of the boys in the lighting de- 
partment of the Milnor Electric Co., Cin- 
cinnati, entered this picture of Miss Marie 
Khlerding in the Beauty Prize Contest 
He said if her personality could be photo- 
graphed she would be a sure winner of 
the $100 prize. The picture alone will go 





a long way, however. 
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Porcelain Duplex Outlet 
No. 6257 
composition Duplex Outlet 
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Duplex Outlet No. 6257; Plate No. 6258. 


O! all industries, the building 
industry is now the most 
active. 


Here’s your opportunity. 


Right now—a good time to sell 
Hubbell Convenience Outlets. 


HARVEY HUBBELL 


ELECTRICAL ac. DEVI CES 


BRIDGEPORT 








HUBBELL 


CONVENIENCE OUTLETS 
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ALPHADUCT 


— the non-metallic 
flexible conduit that 
isgenerallyac- 
knowledged best for 
general house wir- 
ing, knob and tube 
work or wherever 
resistance to o1l, 
grease or moisture 
is required. It’s the 
conduit that fishes 


easiest. 





ALPHATUBE 


-generally — specified 
and used where the 
smallest possible out- 
side diameter is called 
for without a reduc- 
tion of the inside hole. 
It bears the guarantee 
and trade mark of 
ALPHADUCT 
COMPAN Y—and 
that means the highest 
degree of protection 
under severest service 
conditions. 


Samples of ALPHA- 
DUCT PRODUCTS 


will be sent on request. 


ALPHADUCT COMPANY 


136 CATOR AVENUE, JERSEY CITY, N. J. 











Here’s a cup that cheers but does not 
inebriate, namely, the silver cup won by 
the Engineers bowling team at Columbus, 
Ohio. The heavy drinker is E. J. Cos- 
tello and the chap who just can’t wait 
tor his is F. E. Wiegler, both of Western 
Klectric Co. The team which is nearly 
all Western Electric, pulled down almost 
50 per cent of over $400 prize money. 





He did not say, “My trade may 
raise this objection; how will I meet 
it?’ Instead he said, ‘Nothing 
doing.” 

Now, as a matter of cold fact, | 
believe that the country holds a lot of 
contractors who wear No. 61. hats 
and would move their long overdue 
accounts to another jobber if the man 
who is now carrying them should go 
out brashly and encourage a competi 
tor. But can we call this central 
station campaign activity contractor 
competition? There may be a differ 
ence of opinion on the subject, but 
this is the way it appears to me: 

When a central station starts to 
campaign on any specific item, and 
provided they maintain a fair price, 


_they are creating business. In_ the 
| case of the daylight kitchen activity, 
| for example, the central station cam 


paigns brought within reach of all of 
us many million dollars’ worth of 
business. Before the campaigns ther: 
had been kitchens and there had been 
lights, but the new combination of « 
real kitchen-light amounted to an ac 
tual invention. For years and years. 
contractors stuck a two-dollar stem 
fixture in the kitchen. The centra! 
stations proved that a seven-fifty uni! 
consuming three times as much juic: 
could be sold as easily and_ wit! 
greater satisfaction to the user. The) 
sold some thousands of units whi! 
demonstrating the fact—but from no’ 
on every contractor and jobber ge‘ 
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No. 5154 No. 5084 


For Industrial Pendent Work use Arrow Porcelain Reflector Sockets 
with the Arro-Grip feature which takes the strain off the binding posts and 
prevents shorts from frayed wires. 

These are particularly high-grade sockets, constructed of extra heavy porce- 
lain suitable for high wattage lamps and reflector work. Send for new Arrow 
catalog of complete wiring devices and circular listing other Arro-Grip Devices. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


The psa. seve line J —— onc 
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One of the class rooms in the Matheny School, Springfield, Illinois. 





Thirty-seven Denzars 


were installed in this school building by the Capital Electric Company, of Springfield. 


Now is the time 
to sell Lighting 
Equipment to 


Schools 


Nearly all improvements in old 
school buildings are made dur- 
ing July and August—the va- 
cation months. 


Urge your dealers to take up 
with their local school board 
NOW the question of better 
lighting equipment. The 
dealer will find them respon- 
sive for the startling increase 
in defective vision in school 
children has emphasized the 
need of better classroom illu- 
mination. 


DENZAR provides the quality 
of light needed in schools—an 
evenly diffused, glareless illu- 
mination of just the right in- 





tensity for eye - comfort. 
Thousands of installations in 
grade schools, high schools 
and colleges testify to the high 
opinion in which DENZAR is 
held by school authorities. 


We'll gladly help you land the 
order if you will tell us to 
whom you wish us to send evi- 
dence of DENZAR’S peculiar 
fitness for school lighting. 


Beardslee Chandelier Mfg. Co. 


218 South Jefferson St., 


Chicago 














| at least three times as much out o 
| the: nation’s kitchens. 


| The same thing has already prove: 
out in the store lighting activity. On 
central station in a small Ohio tow 
sold 423 -300-watt store lighting unit: 
in 10 days. The contractors yelled 
bloody murder and tried to throw as 
sorted monkey wrenches into the run 
ning gears of the campaign. But after 
the smoke cleared, along came a wis: 
| one with a unit priced 20 per cent 
| higher than the central station fixture. 
_ and sold for cash instead of on time 
| payments, and by observation (not 
| by actual count) seems to have done 
almost as well as the lighting com- 
pany. The point being that the 
central station did the creative or 
“missionary” salesmanship and left a 
wide-open opportunity for the con- 
tractor who had sense enough to 
grab it. 








These facts are put forward simply 
as evidence. From where I stand, the 
campaigns appear to be a good thing 
for the contractor, but it is possible 
that they are not. However, that’s 
not the point. The point I am making 
is that it’s no part of the jobber’s 
business to be decided off-hand, in 
stantly and with absolute finality that 
the possible objection of some pin- 
headed customer is ample and suffi- 
cient basis for denying himself what 
appears to be a considerable prospec- 
tive profit. I feel that the question is 
one to examine, that it should be 
looked upon as a problem to be solved 
and not as an alibi for inaction. 

All of which is offered, not as 
| special pleading for the central sta- 
tion campaign proposition nor as cock- 
shies at yourselves, but as pointing 
out that this, and many, many other 
propositions, are turned down by 
jobbers first and thought about after- 
| ward—if at all. And the basic reason 
is that we forget that success in mer 





chandising depends in considerable 
measure upon being quick and read) 
to sell what the customer will buy. 
Clothiers who spent their lives talk 


_ ing about the outsides of overcoats 


were quick to feature lurid linings at 
the customers’ behest. Auto manufac 
turers who wept because there ws 
no place for a whiffle-tree on their 


| first cars were quick to employ th: 
| milliners to doll up the limousin:s 





when they saw what was wanted. 
It is up to the electrical jobber |» 
step out a little more sturdily. I b: 
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TO ELECTRICAL J OBBERS: 





















This letter from a 
Standard Electric Stove 
; Company jobber ae _ our Letter of th 


tells its own story. territory, whom we wish you to oireulerise. 


You don't know how happy we feel over the 
Standard Range gituation at the present time. The work 
which we have done since the Baltimore Branch opened, is 
just beginning to produce results. The first No.953 
stoves moved to-day. This was one of your leads which we 
followed up and secured the order. We have these ranges 
stock so we are making immediate delivery. 


The Standard Electric Stove Co., 
1714-16-18-20 No. 12th Street, 
Toledo, Ohio. 















in Washingtoo 





Standard Electric Ranges 
sell on sight. 


The Profit is good. 


Standard Ranges stay sold. 


INFORMATION 


PACKAGE. for 
the asking. 











Model 639 

THE Most comPLeTE RANGE 
TOLEDO, OHIO 

ee 
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When Your Dealer Asks 


about the 


EVEN-HEAT-LINE 
What Will You Tell Him? 


STAYS 
SOLD 


SELLS ON 
MERIT 





No. 500, 660 Watts 
Investigate Now! 


EVEN-HEAT-ELECTRIC CO. 


2431 Canton Ave. Detroit, U. S. A. 
A Good Name Is Worth Something 
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More Profits for You 


The Herwig Line needs little introduction to your 
contractors. It is advertised nationally in leading 
electrical journals and needs only personal mention 
to be sold your customers. 


Artistic and Practical Design 


Coupled with moderate price and real quality 
make them money-makers for you. Liberal dis- 
counts. 


No Stock To Carry 


We ship direct to your customer. 
tory facilities permit quick shipment. 


Get Our Catalog Sheets and Discounts 


We'll send sheets for your catalog on request. 
Let us know how many you need. 


The HERWIG Company 


(Formerly Herwig Art Shade & Lamp Co.) 
1753-59 N. Sedgwick St. Chicago, III. 


Our new fac- 
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Hot Springs Meeting 
Breathes Confidence 


(Continued from page 16) 


| of the Society for Electrical Develop 


ment explained a plan for the issuance 
of certificates by Electric Leagues to 
mark wiring installations that are 
adequate and of high quality. The 
mark of approval is a red seal. It is 
the follow-through for the 
Electric Home. The rights to the 
Red. Seal plan, initiated and used with 
great success by the Electric Service 
League of Toronto, have been acquired 
by The Society for Electrical Devel- 


logical 


opment. 
Laurence W. Davis, general man 


| ager of the Association of Electragists 


International, presented a report on 
preliminary studies of merchandising 
policies which has been made by a 
special committee of the association. 

In the elections that concluded the 
executive sessions, Frank S. Price, 
president of the Pettingell-Andrews 
Co., Boston, Mass., was elected chair- 
man of the Atlantic Division, with 
J. L. Owens of E. B. Latham & Co., 
New York, N. Y. and Clarence 
Wheeler president of the Wheeler- 
Green Electrical Supply Co., Roches- 
ter, N. Y., succeeding themselves on 
the executive committee, and Frank 
H. Stewart, president of the Frank 
H. Stewart Electric Co., Philadelphia, 
Pa., was elected for the unexpired 
term of F. E. Stow. G. E. Cullinan, 
Western Electric Co., New York, 
succeeds himself as a representative 
at large on the executive committee. 
Walter Bissell, vice-president of the 
F. Bissell Co., Toledo, O., was elected 
chairman of the Central Division, with 
John Schmidtbauer, vice-president of 
Julius Andrae & Sons Co., Milwaukee, 
Wis., and L. L. Hirsch, president of 
the Electrical Supply Co., New 
Orleans, La., on the executive body. 

As usual at Hot Springs, golf was 
the principal form of recreation and 
two tournaments were held—one for 
the jobbers and one for the manufac 
turers. 

The winners in the jobbers’ tourna 
ment were: J. A. Duncan, Illinois 
Electric Co., Chicago, IIl., first prize 
—silver pitcher; W. L. Adams, 
treasurer Union Electrical Co., Provi 
dence, R. I., second prize—Tue Jon 
BER’s SALESMAN cup; C. D. Cabanis- 
Western Electric Co., third prize 
clock; L. L. Shivers and J. J. Perr 
both of the Carter Electric Co., At 
lanta, Ga., tied for fourth. 
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Devoted to Seling Points 
on Citde T Safety Switches! 


The selling points of “Circle T” Safety Switches 
are going to be presented to you in catalog form. 
Beginning with the next issue of THE JOBBER’S 


SALESMAN we will run in this space a page de- 
voted to one type of “Circle T” Safety Switch. 


Succeeding issues will carry pages on other 
switches of the “Circle T” line. 


Every jobber’s salesman should make it a point 
to get the selling facts from the descriptive ad- 
vertisements as they appear. It will help get more 
“Circle T” Safety Switch business. 


“Circle T” engineers are always on the job. An- 
nouncements of new “Circle T” Safety Switches 
and developments will be made in September. 


The Trumbull Electric Mfg. Co. 


Plainville, Connecticut 


Branches 


New York City Chicago 
114 Liberty St. 2001 W. Pershing Rd. 


San Francisco, 595 Mission Street 


Atlanta Philadelphia 
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Don’t let your sales 
slump with hot days! 


Push fan sales this 
month and urge your 
dealers to put on 

vigorous campaigns. 


For a ‘‘fleader'' for 
home fan business 


there is no fan like 


EMERSON JUNIOR 





A quality product— 
An Emerson all 
through— 


The 9-inch fan with 
the big breeze and 
the 5-Year Guarantee 
which smooths away 
sales resistance. 


Start a campaign with 
Emerson Junior as a 
feature fan and you 
can't go wrong. 


Immediate shipments 
from factory or job- 
bers' stocks. 


The Emerson Electric 
Mfg. Co. 

St. Louis-New York City 

The Emerson Co. Sells 

noApparatus at Retail. 



























| Co. 
)} the first row, from left to right, are: 


i M. Long, R. H. Kelly, G. K. Hayes. 
| E. H. Robertson, Jr., C. E. Cornwell, John T. Morgan. secretary and sales manager: 
'R. L. Cox, G. M. Taylor. A. W. Lambert, Clarence Robertson, R. P 


‘ Tyler. 


The Kickers Handicap was won by 


R. M. Laird, Minneapolis, Minne- 


sota. 

In the manufacturers tournament 
first, second, third and fourth were 
won by F. H. Merrill, H. C. Moran, 
Joseph Murray and W. H. Colman, 
respectively. Kickers Handicap, 
George Osborne. 


H. R. Worthington 


(Continued from page 21) 





32 members. 

There is a very friendly and co- 
operative attitude on the part of the 
five jobbers in Jacksonville, and the 
Worthington touch is seen in this 
commendable situation also. A long 
time back he and an official of the 
Western Electric Co. fell into the 
habit of having luncheon together. At 
his suggestion they got in touch with 
the other jobbers with the result that 
an informal luncheon club was formed 
at which all five of the jobbers meet 
once a week. 

It is a noticeable fact that the men 
in Worthington’s organization are 
men that he has brought up in the 
business. C. D. La Mee, sales man- 
ager, has been with the company since 
he was 11 years old, starting as office 
boy. Only two men in positions of 
importance have been with the com- 
pany for a period of less than seven 


years. 








This is the forward gun crew of the 
Boggis-Johnson Electric. Co., Milwaukee, 
Wis. Left to right they are Martin War- 
ras, Arthur Thorn, E. O. Hoge, Harry 
Borchardt and Charley Halauka. 





Worthington is a man who keenl; 
enjoys outdoor life. Ask those who 
attend the G. E. Meetings at “The 
Island.”’ On those occasions he and 
J. G. Johannesen, another bone 
crusher, act as policemen, and under 
the prerogatives of this office they go 
in for everything that pertains to the 
outdoors and they make others like it 
also. 

However busy he may be he is never 
too busy for a little hunting or fish- 
ing and knows all the best places in 
the Everglades. Mrs. Worthington, 
who was Lois Joiner, of Quitman, Ga., 
frequently goes with him on these ex- 
peditions as do also his two boys of 
14 and 11 years. 

With the family along he claims 
that he can find little to do around 
camp. 











This is the 1924 sales organization of the Charleston (West Va.) Electrical Supply 


They hold regular sales meetings once a month except in July and August. In 
N. P. Catlett, Chas. W. Chesley, S. S. Wilson, 


C. B. Lawton, B. R. Wiliamson, A. F. Beck, vice-president and general manager; J. 


Third Row: 


Second row: 


D. A. Ensign W. P. Dickson 
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Surface Type 


Metal—Black—Gravity—Cat No. 373 
Metal—White—Gravit y—Cat. No. 374 


Annunciators 








When requirements call 
for a good Annunciator 
at a low price. you can 
do no better than to fur- 
nish DEVEAU Gravity 
Drop Annunciator. 
First class construction 
throughout and _ excep- 
tionally well finished— 
furnished with standard 
markings numbered from 
1 up. 












Surface Type 
Wood—Golden Oak—Gravity 
Cat. No. 372 








Surtace Lamp Type 
Surface Wood—Lamp 
14-inch Units 
Cat. No. 457 


Surface Type 
Wood—Elec, Reset—Cat No. 25-R 
Metal—Elec. Reset—Cat. No. 25-RM 


and 


Push 








Removable 





DeVeau Circle Push 


Base—Desk Type 
Cat. No. 4-C 


Weighted Felt-Covered 





When Electrical Reset 
Annunciators of the high- 
est class are demanded 
order DEVEAU Grade 
“A.” They are made for 
heavy duty service and 
have incurred = general 
favor due to their posi- 
tive, convenient and silent 
resetting feature. Very 
well finished standard 
markings from 1. up. 
Special markings on or- 
der. 





Buttons 




















The DEVEAU Line of 
Push Buttons covers a 
wide variation of models 
and types covering Di- 
rectory and Circle Type 
and Locking Directory 
Push Buttons. Highest 
grade materials and 
workmanship — standard 


| markings and finishes. 





Midget Push 
Cat. No. 5-A 





DeVeau Directory Push 
Removable Weighted Felt-Cov- 
ered Base—Surface Wall 
or Desk Type 
Cat. No. 1-A 





Elevator Push 
Cat. No. 112 


Write for DeVeau 
- = Bulletin No. 117 











MANUFACTURED BY 





The DEVEAU Bulletin 
No. 117 makes a most 
complete reference on 
Annunciators and Push 
Buttons—you need it. 

A postal card or phone 
message will bring it. 
Get in touch with us to- 
day. 





STANLEY & PATTERSON 


INCORPORATED 
GENERAL OFFICES AND FACTORY 


250 West St., New York, U. S. A. 


(3 BLOCKS ABOVE FRANKLIN ST.) 
CABLE ADDRESS: “ELECLIGHT:” NEW YORK 
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Our Experiences With Radio 





Organization of a Radio Department and Sales Problems Encountered in a 


Territory of Wide Extent 
By SIDNEY NEU 


Sales Promotion Manager, Julius Andrae & Sons Co. 


of our 
its 


NTELLIGENT discussion 
company’s radio experience, 
attitude and future 
must necessarily be prefaced with a 
statement of our place in the pic- 
ture when we took up the sale of wire- 
Our position as to 


present hopes 


less material. 
territory and distribution is substan- 
tially the same today as it was then— 
covering two entire states and sub- 
stantial parts of four others, the 
greater part of our business is far 
away from home. In Wisconsin alone, 
six-sevenths of the buying power of the 
state is outside the city of Milwau- 
kee. This condition necessitates much 
dependence on the efficiency of our 
catalogs, correspondence and _ travel- 
ing salesmen. Even our salesmen 
represent a problem as most of them 
come in only two or three times a year 
our catalog must sell them. 

This condition is contrasted to that 
of the jobbers in the larger cities who 
are in much closer touch with the 
bulk of their trade. We were forced 


from the first to use extreme care in 


selection of lines to be offered old 
established customers at great dis- 


tances, to avoid sacrificing any of the 
good-will and confidence built up by 
years of careful service. The Andrae 
company’s attitude in radio is to be 
just as careful in selecting manufac- 
turers as in the granting of credit to 


dealers. 

Few dealers realize the value to 
them of this buying protection they 
receive from their jobbers. The 


latter, with ears always to the earth 
for coming advantages or danger sig- 
nals as the case may be, are in a posi- 
tion to give the dealers invaluable in- 
The dealer quite 
because the 


formation and tips. 


often grows impatient 


jobber is not handling this, that and 
the other thing for which there is a 
call. The devices referred to may or 
Ok. 
something far more attractive about 
Thus it is 


may not be There may be 
to appear on the market. 
up to the jobber to furnish counsel 


and guidance to his customer. 


It is easy for the dealer, if he so 
desires, to buy an article from the 
manufacturer and try it out—he only 
has to buy one. The jobber, on the 
other hand, must buy in quantity, 
hence a degree of caution is necessary. 
As fast as possible the merits or de- 
merits of each new device are deter- 
mined and the information passed on 
to the dealer. Again, the dealer may 
try to buy a quantity of something 
about: to Here is 
where the jobber shines by holding his 
customer off with a definite statement 
fas to the what, why and when of the 
The dealer 


become obsolete. 


coming improvement. 


is thus saved from loading up with 
something more or less obsolete. In 
addition he is given a chance to put 
on a sale to dispose of his present 
stock. 

The electrical dealer same 
with radio as with appliances—he 
needs teaching along the lines of 
merchandising and demonstrating. As 
a rule, the more he knows about the 


is the 





performance and the less he knows 
about technical terms, the better off 
he is. Credit comparison brings out 
the fact that straight radio stores and 
other merchants handling radio are 
better 
because the last is inclined to load 
himself up with a sample of every 
thing that comes along. It 
much easier to ship C. O. D. to these 
other merchants. 

As to present indicated tendencies 
of the business, I believe the electri 


cal dealer must become a regular mer- 
(Turn to Page 74) 


risks than contractor-dealers 


is also 








Enjoying radio in the summer time with the Kodel receiving set like 
not much larger: 








an 


a camera 
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Summer Sales/ 


Business for July and August depends upon two things: 
Having the right sets in your stock. And going after sales 
with a little extra energy. We'll back up that energy with 
every kind of helpful sales support. And we'll do our best 
to keep the sets coming to you as fast as your shelves are 
cleared. The demand of the season—as of every season— 
is for RADIOLAS. And the special features of summer 
interest in each type of RADIOLA greatly increase sales 
pcssibilities. 

There’s the little, inexpensive set—two tubes for $35—to 
get distance from camp and farm. There’s the Super- 
Hetercdyne that adds to its other virtues the one of need- 
ing no antenna—for yachts, apartments, camps, all sorts of 
places. There are the Super-VIII and the X—beautiful 
cabinet receivers for fine summer homes, country clubs 
and lodges. Every set in the RADIOLA line has a big 
summer appeal. The advertising will keep up its steady 
pounding. The demand is big. See that YOU get the 
sales. 


. tad . . 
Radio Corporation of America 


Sales Offices: Dept. 547 
233 Broadway, New York 10 So. LaSalle St., Chicago, 433 California St., San 
City Illinois Francisco, Cal. 
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New Radio Products, Illustrated 


































This intermediate radio frequency 
transformer, made by Chas. A. 
Branston, Inc, Buffalo, N. Y., is 
designed to work on a high wave 
length. It is sharply tuned, com- 
pletely shielded and is ideal for 
Super - Heterodyne, Ultradyne or 
similar circuits, using the Hetero- 
dyne principle of amplification. 








The Carter Radio Co. 1852 
Republic building, Chicago, _ IIL. 
makes this portable jack for head 
phone and loud speaker and exten- 
sion cord. This is an ideal item for 
summer sales as it permits the loud 
speaker or phones to be extended 
to an adjoining room or porch. It 
has been found of great convenience 
in camping and touring. ‘The cord 
may be attached to the set with a 
plug or to the binding posts. The 
portable jack will accommodate any 
standard radio plug. 

















Dealers are welcoming the new cartons of the General Radio Co., Cambridge, 


Mass. 


These cartons are all of standard design and color which serve to 


readily identify the products upon the dealer’s shelf and counter. 











“Super - Ducon” is a name 
given to a device made by the 
Dubilier Condenser & Radio 
Corp, New York, N. Y., fer 
utilizing the power available 
from any lamp socket by con- 
verting it into various voltages 
used in radio receivers. Once 
hooked up, no fugther attention 
is necessary. Any type of set 
may be used with it. There is 
no need of a special circuit, 
and the tubes already in use 
will give even better results 
when the Super-Ducon is em- 
ployed. 























1 


- 

_ 
ss 
— 
— 
=— 
— 
' 


pill | 














A low resistance receiving condenser should be built so that the 
path of resistance set up by iriction earings is cut to a minimum or 
entirely eliminated. This is accomplished in the “American” brand 
condenser, manufactured by the American Brand Corp., 8 West Park 
street, Newark, N. J.; by the use of a special “pig tail” which is di- 
rectly connected to the rotor plates and the binding post for connecting 
purposes. This relieves losses in this part of the circuit. The plates 
are all fastened securely at the ends of the plate supports which helps 
to eliminate much loss. <A high grade of hard rubber insulation has 
been used on each corner, which ranks highest among _ insulating 
materials used in,condenser construction. It is so located that it is en- 
tirely out of the electrical field of the instrument and therefore does 
not enter into the points of weakness. Mechanically, the condenser is 
made from a good heavy stock of brass. The plates are perfectly flat 
and there is no chance of the plates getting out of line due to continued 
use. The plates and end supports have been left in their natural 
finish so as to keep radio frequency losses at a minimum. As a spe- 
cial feature, a 100 to 1 ratio worm drive geared vernier adjustment al- 
lows a micrometer adjustment of the entire set of movable plates. 
With this adjustment, the plates may be moved so slowly that the 
motion is hardly noticeable to the eye. This is especially important 
for the radio fan who is seeking distant stations. The dial adjust- 
ment for all of the plates, however, may be moved in a coarse man- 
ner when tuning rapidly over the condenser scale. This worm drive 
vernier adjuster is provided with an extra black knob which will come 
out to the front of the panel. The back panel is adapted for the 
insertion of any coil desired. The capacity range of the 23 plate type 
is very wide—ftrom a capacitance of 38 micro-farads at a setting of 
five to 491 at a setting of 100. 
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New Radio 


Products, Illustrated 











This triple socket, made 
'y the Hoosick Falls Radio 
Parts Mfg. Co., Hoosick 
Falls, N. Y., is for panel or 
surface mounting. Each 
socket is equipped with lami- 
nated contacts reinforced by 
spring steel which insures 


proper contact with the 
voints of the tubes at all 
times. 
































‘To meet the demand for portable 
radio apparatus, The Crosley Radio 
Corp., Cincinnati, O., has made a 
new regenerative detector and one- 
stage audio amplification outfit in a 
strong, leatherette covered, nickel 
trimmed, portable cabinet. I.oud 
speaker volume is obtained on the 
nearby stations. ‘The Crosley 51-P 
is but 121% ins. wide, 11% ins. high 
and 7, ins. deep and weighs but 
21 lbs. with batteries, phones and 
aerial equipment, and space is pro- 
vided in the cabinet for these acces- 
sories. 





No batteries are used in the K. E. 
loud speaker which is being market- 


ed by the Kirkman Engineering 
Corp., 484 Broom Street, New 
York. The 14-inch bell horn is 


finished in. black crystalline and 
nickel. An adjustable diaphragm 
controls the volume and eliminates 
distortion. 








“Receptrad” transformers, both 
audio and radio frequency, are 
efficient to the longest wave lengths. 
They are especially designed, a 
patented steel core being used. 
These transformers are magnetically 
shielded and can be placed as close 
together as physically possible with- 
out interference. The radio fre- 
quency transformers are especially 
adapted to Super - Heterodyne, 
Ultradyne and similar work. ‘They 
are made by the Radio Receptor Co., 
Inc., 59 Bank Street, New York, 
Na Ws 























The Manhattan Electrical Supply 
Co., New York, N. Y., is offering a 


new phonograph attachment. This 
consists of a special ‘Red Seal” re- 
ceiver attached to a heavy non-reso- 
nant metal base with air chamber 
and diaphragm especially designed 
to operate large air column of a 
reproducing horn. Attachment is 
made to the tone arm of a phono- 
graph by means of a soft rubber 
tube. 








The new Zenith “Super-Portable” 


is a six-tube radio set complete with 


tubes, “A” batteries, “B” batteries, loud speaker and loop antenna, entirely 


self-contained. 


It is fitted into a small, beautifully finished traveling case—a 


most compact set, giving clarity, quality, volume and distance. In the case 
are included all the essentials of an efficient six-tube receiver employing three 
stages of transformer-coupled radio frequency, a detector, and two stages of 


audio frequency. 
mounted inside the case. 
Michigan avenue, Chicago, III. 


The set is dry-cell operated—loop antenna is permanently 
It is made by the Zenith Radio Corp., 323 South 
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he Radio ane 


What is it all about? 
What does 100 to 1 mean? 


160 to 1 is the ratio capacity of the new 
AMERICAN BRAND WORM DRIVE 
VERNIER CONDENSER. 


This allows a micrometer adjustment of the 
entire set of movable plates. It is the highest 
ratio gear adjustment so far known to be used 
on variable condensers. With this adjustment 
the plates may be moved so slowly that the 
motion is hardly noticed by the eye. 

Tested by the Bureau of 
Standards in Washington 
Pronounced by experts as 


the finest condenser made 


AMERICAN BRAND WORM DRIVE 
VERNIER CONDENSERS (all brass) will 
be introduced to the public by the greatest 
advertising campaign on condensers ever 
launched. 


Mediums will include Radio News—Popu- 
lar Radio—Electrical Record—Radio Broad- 
cast—Radio Digest—Q. S. T.—Radio Dealer— 
Radio Merchandising—Radio (Pacific)—The 
Jobber’s Salesman—and the country’s largest 
newspapers. 


Distribution plans now being completed. 


Policy on resale will be one of strict adher- 
ence to our established price list. 


Only the best jobbers will be considered. 
Are you interested? 


Orders booked for August and September 
delivery. 


Write or wire for samples. 


AMERICAN BRAND 
CORPORATION 


S West Park Street 
Factory—Philadelphia 
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PATENT APPLIED FOR 





Newark, N. J. 


LIST PRICE 
AMERICAN BRAND CONDENSERS 


WITH WORM DRIVE VERNIER 








13 plate .00024 mfd $4.60 
17 “ (00035 “ _ 4.75 
a * ao _. 5.00 
44 “ 001 - _ 6.00 
WITHOUT WORM DRIVE VERNIER 
13 plate .00024 mfd $3.75 
17 “ (00035 “ 3.85 | 
23 “ .0005 “ 4.00 | 
44 “ 001 %. 5.00 | 
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Radio 


chandiser of radio in 1924 or he will 








find the music, drug, department and 
other stores doing all the business. 
They may not constitute the logical 
outlet, but they sure know how to sell 
the goods at a profit and have the 


advantage of a larger number of cus- 


tomers coming in. ‘Time payments 
will probably not help the dealer 
much, as he ean sell sets for cash 


The 


customer short of cash will flit from 


with much less effort and risk. 


one set to another, asking for some- 
thing cheaper, and when at last the 
selection is made, will ask for time 
payments. The man with the money 
to pay for his radio can invariably be 
sold more quickly. 


Now for the question of parts or 


sets, and what further _ startling 
changes may be expected. I think 


and _ sets 
be in de- 


mand, but a complete set can be sold 


parts will be one division 


another. Parts will always 
in one-quarter of the time it would 
take to select and lay out the parts. 
As to super-supers, etc., we are com- 
ing to realize that last year’s set is 
a pretty good old set after all. The 
man with the flock of nine tubes may 


be compared to the golfer with 12 








ad | these two working (?) and 
kodaked them,” writes Col. C. Robt. 
Churchill, president of the Electric Appli- 
ance Co., New Orleans, La. “Of course you 
recognize W. W. Low, president of the 
Electric Appliance Co., Chicago, Ill, and 
Robert E. Gorton, general manager of the 
Packard lamp division, standing with a 
truck load of lamps at our receiving plat- 
form. I am not sure whether ‘Bob’ is mak- 
ing a bluff at unloading the truck or dem- 
onstrating to ‘Bill’ the neatness and fine 
appearance of the Packard carton. This 
was on the occasion of a recent visit which 
they said was strictly a business trip, but 
there was a lot of golf mixed in.” 


caught 


or 14 clubs—he has everything there 


is but someone may beat him with 
only six. 

The problem of getting radio sales- 
men is still with us. Those who have 
developed and become valuable seem 
inclined to move about, or to jump 
into business for themselves, lured 
by the apparently glittering profits to 
taken. 
those who do not are usually the 


be Some really make good, 
ones who forgot about overhead. 
Regular salesmen are fast round- 
ing into top form on radio, especially 
regarding the avoidance of too much 
technical talk. 
surprised to hear a salesman who had 


I was most agreeably 


been a real “ham” avoid the techni- 
cal pitfall when the customer said: 
“IT can buy such and such _potenti- 
ometer for $1.25” to which the sales- 
man instantly replied: “Oh, come now, 
you don’t really mean to compare the 
——— potentiometer to this one, do 
Thus he avoided a maze of 
argument and discussion of materials 


you?” 


and principles which probably would 
have left the customer digrunted and 
unconvinced. 


I believe radio should be sold all 
summer long, because many dealers 
have already cashed in and are going 
after it again this year. In our ter- 
auto acces- 
the case of 


ritory many garages and 
sory firms sell radio. In 
the auto men, they always sold lots in 
winter but as soon as the roads opened 
up, they flopped and thought of noth- 
ing but cars. Of course cars require 
a lot of time, but if one garage man 
can acquire enough radio impetus in 
winter to keep him at it all summer, 
others can do the same. 


Many large garage) men want a 
better discount than ordinary dealers, 
yet will only sell from November to 
April. ‘This is manifestly unfair, and 
we try to sell them the idea of having 
establishment who 
All that is 


needed is to get a healthy number of 


someone in their 


can push radio in summer. 


dealers making money on summer ra- 
dio, then the rest will fall in line. 


We sold over half a million dollar’s 
worth of radio material the first year 
in the radio business, when our sales- 
We have 


tried to be conservative and yet give 


men knew nothing about it. 


our customers the latest and best. Our 
radio business has grown to the point 
to 
separate it, in a manner, from other 
Staple radio stock is 
re-ordered by the purchasing depart- 


where it was deemed necessary 


departments. 











Here is a “comer” sure-enough! He is 
Gilbert F. Connolly and divides his time 
between the office and store at Price Elec- 
tric Co., Pittsburgh, Pa., meaning that 
he is learning all he can about material 
and selling—two mighty important items. 





ment. New lines are investigated and 
bought or rejected by the radio de- 
partment. Separate statistics are also 
kept so as to show exactly the growth 


of the We 


keeps and gladly recognize it as a 


sales. are in radio for 
large and important part of the busi- 
ness. 

2 2 


Dietrich Enthusiastic Over 
Radio Abroad 


Frederick Dietrich, president of C. 
Brandes, Inc., 237 Lafayette Street, 
New York, N. Y., returned recently 
from his trip to England and the 
Continent enthusiastic over condi- 
tions in the radio industry in Europe. 
He went abroad with C. E. Brigham, 
of the 
Brandes organization, for a visit to 
the new factory of Brandes, Ltd., in 


Slough, Buckinghamshire, England, 


chief research engineer 


which is manufacturing headsets for 
the European market. 

There are eight broadcasting sta 
tions in England and Scotland, and 
they are interconnected by wire lines 
from Station 2LO in London. “This 
permits the to be 
broadcasted simultaneously from all! 
eight said Mr. Dietrich. 
“And the transmission is of the high 


same program 


stations,” 


The programs, which ar 
under the direction of the British 
Broadcasting Co., are always attrac 
A special fea 


est order. 


tive and interesting. 
ture, which has proved of great inter 
est to the British th 
broadcasting of the two jazz orches 
tras in the Hotel Savoy, London 


This is sent out through all the inter 
(See page 78) 


listeners, is 
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— Our advertising 


is sending 
radio buyers 
to pour store 


ligne cumulative effect through 
years of national advertising 
and the marvelous performance of 
the Crosley instruments are sending 
thousands of Radio Buyers to those 
dealers handling the Crosley line of 
Radio Receivers. 


scsttasac ct eae atRante etiam, 


SORE Ucconaten sesso ti ESTES 


Every Radio Publication 


Full page advertisements of the Crosley line 
have been consistently appearing month after 
month in allthe Radio Magazines and other 
publications. The illustration here shows 
July’s full page in the Saturday Evening 
Post featuring the new line of Crosley Re- 
ceivers. This same advertisement will run 
through the entire Crosley schedule. 


More Crosleys Sold Last Year 


Than Any Other Radio Receiver 
in the World 


The Crosley 51, at $18.50, was a record breaker, sell- 
ing at a thousand a day in less than a month. The 
Crosley Trirdyn 3R3, at $65.00, was a surprise to radio 
experts all over the country. They reported—“‘best 
receiver on the market regardless of Price "* The 
Trirdyn 3R3 Special is a DeLuxe model at only $75.00 

The Model 50, a one tube marvel, sells for only $14. 50, 
and the 52 with three tubes for $30 00. The Crosley 
Portable at $25.00, all self-contained, we believe is su- 
perior to any other portable offered at anywhere near the 
price. All of these sets are licensed under the Armstrong 
U. S. Patent No. 1,113,149. 


You Should Carry the New 
Crosley Line 


If you are selling Crosley Radio Receivers 
and know their quick turnover and cus- 
tomer satisfaction—then see that you carry 
this full new line. If you are not handling 
Crosley Radio Receivers, you have a profit 
able opportunity now open to you. Cet 
this new Crosley line. There is a Crosle\ 
Receiver to satisfy every pocketbook and 
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preference. 
For Sale by Good Jobbers Everywhere 
THE CROSLEY RADIO CORPORATION 
Powel Crosley, Jr., President 


764 Alfred Street Cincinnati Ohio 


Crosley Owns and Operates Broadcasting Station WL W 
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Start out 
to buy a 
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Magnavox @ ; 
do they 


come to 
you? 


For use with 
a This message to the 


‘ | VR 
tube set— Lec4 lei § ae summer radio user 
: i OP ae if RD a a will appear in Sat- 
requires lon Gy egy age . urday Evening Post 
Vi 7S ae he eed wh and other leading 
aie battery f ews Ms ma : publications in Au- 
gust with a com- 
bined circulation 
of over six millions. 








HE SUCCESSFUL radio dealer has learned how much it pays 
him to be associated in the minds of local radio users and 
prospects as a hundred percent Magnavox store. 


The sales of M4 Reproducer alone represent a considerable 
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volume of business in good stores everywhere—due primarily 

to its own extraordinary quality, but also powerfully reinforced 

by the thoroughly established Magnavox policy of assisting 

dealers with selling helps that stimulate actual inquiries and 
: reflect credit upon the store using them. 


Helping You Sell Magnavox 
Radio Products 


al sara salesmanship these days is not content to wait until customers 
Rechilesssnad Uk iae hats teen enter the store, but goes after them in their homes and offices with the 


prepared on each Magnavox pro- ; ki - -_s . o on wee ewe 
pe? ri right kind of circularizing, printed matter, paper advertising 





Magnavox dealers are equipped to stir up 
business with very little time and effort, thanks to the valuable ad- 
vertising and display material supplied them without charge. 


National Advertising. Millions of magazine readers each month 
are accustomed to look for the Magnavox advertisement to be 
informed as to the latest and best in radio reproduction and am- 
plification. This widespread interest in Magnavox brings you an 
opportunity worth many dollars. 


Printed Matter including booklets, folders and leaflets interestingly 
written and well illustrated are supplied dealers without charge. : 
Write us for samples and let us know what Magnavox products ae 


ae 

















you carry in stock. 

, ‘ , et 
Window Display. The dealer who makes use of the splendid ar men an ae me Soe toe 
display cards, giant advertisements and other material for window "5.3, National Advertisements furnished 
and counter display, becomes part of the Magnavox National dealers in giant window display size. 


advertising and selling plan without expense to him. 








Newspaper Advertising. Radio dealers are rapidly learning from 
the successful department and specialty stores how profitable it is 
to advertise regularly in the local paper. Write for proofs of the 
Magnavox newspaper advertisements which we furnish free to 
dealers registered by our sales department. 


Magnavox Dealer Service is proving one of the most 
vital factors in the successful sale of radio products. 
See that your customers make use of it. 


THE MAGNAVOX CO., OAKLAND, CALIF. 
New York Office: 350 WEST 31st STREET Sales producing displays are regularly 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg furnished Magnavox dealers. 


GNAVOX 
MAGNA OX 
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‘*T he Choice o f Radio BS xe<ertse** 


Specially “Designed 


For Medium Frequency Amplification 





For the Shielded 
Superheterodyne GENERAL RADIO CO Electrostatically 
and long wave CAMBRIDGE — and 
Reception e) Electromagnetically 





Type 271 M.F. Transformer 


The trend of the radio market is toward 
parts that are smaller, more compact, and 
more efficient. 


Here is an instrument which embodies the 
most advanced features in radio design. 


It is specially constructed to meet the 
specific requirements of medium frequency 
amplification—for use in the Superhetero- 
dyne and in long wave reception. 


Jobbers—The time to get behind this 
instrument to get your share of the profits 
is NOW. We are prepared to handle IM- 
MEDIATE deliveries on quantity orders. 


List Price $5.00 


If you are not already familiar with this 
transformer, write us at once for 


Bulletin 918-F 














GENERAL RADIO Co 


GENERAL RADIO Co 


Cambridge, Mass. 




















Dietrich Enthusiastic Over 
Radio Abroad 


(Continued from page 74) 
connected stations, as are the tin 
signals from the Greenwich observ 
tory and Big Ben. Of course, t! 
stations send out their own program, 
individually, too, and the interco: 
nected feature is reserved for certain 
events. 

“At the opening of the All-Britis! 
Exposition in Wembley recently, tl 
King’s speech was broadcasted for 
the first time, the interconnected sta 
tions reaching more than two million 
of his subjects simultaneously.” 

i 

Quadrangle Mfg. Co., 553 W. 
Monroe St., Chicago, Ill.—new pric 
lists, effective April 1, on a new 
kitchen unit with plug-in switch. 

* OK OK 
Farmers Spend in the Summer 

Taken as a class, farmers represent 
abundant opportunity for the sale of 
radio equipment. Wise merchandisers 
go after the farmer when he has money 
to spend. Contrary to general opin- 


| Percentage of Farm Buying 
By Months | 





x 
= iT ) 7) 
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SWSOFT SS2HROH 
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When Farmers Spend 





ion, upon authority of the Farm Jour 
nal Publishing Co., he does not get 
all his money in the Fall, have a spend 
ing orgy and then quit for the rest of 
the year. This chart shows that 


| among the heaviest buying months of 


the farmer are June, July and August. 
In this fact lies another reason why 
“Radio All Summer Long” can be 


| made a reality. Do not forget the 


| ginia, 


farmer during his heavy spending 


months. 
* * * 
Radio on Train in West 
Virginia 


The Charleston Electrical Supp!) 
Co., Charleston, W. Va., staged a su: 
cessful demonstration of the new Ra 
diola Superheterodyne set on a special 
train of the Charleston Chamber ©! 
Commerce. The occasion was a good 
will trip through southern West Vir 
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Three 

Old 

Standbys 

To Stand By You 


Sterling Pocket Meters are al- 
ways marketable. 


They command perpetual use— 
the year ’round. 


Dicn’t forget your old standbys. 





No. 24 
Ammeter 





No. 34¢ 
Voltmeter 


These 


Know All Ye Men by 


Presents: 


The trade and consumers alike 
should be able to tell genuine 
Sterling Meters at a glance. The 
bulge on the metal case and the 
name “Sterling” on the dial pro- 
tect you from error. 











denser. 


affairs 


this device. 
complaint.” 


HERE? 
NEWCOMER 


That’s Awakened New Interest Among Radio 


Fans 


Don’t wait. 


mean summer long radio interest. 


Show a radio customer a condenser that will do what the new 
Sterling Microcondenser is able to do for equalizing radio 
frequency circuits—and you've stirred up interest right away. 
Name the price—one dollar even—and the sale is made. 

This you can do readily with the Sterling R 311 Microcon- 
Radio sets right now are in dire need of 
Radio customers are far remote from 


Baseball, presidential convention activities and similar newsy 








Actual Size 











Special Features 
of the 


STERLING MICROCONDENSER 


Unusualiy wide range of capacity. Perfect equalizati« 
where others fail. Cures many hopeless sets, reflex ar 
others. 

Convenience and simplicity of installation 
Extraordinary ease of adjustment. A turn sets it ar 
it stays put. 

A turn of the screw slot in the visible plate sets it 
the equalized position. 


The equalized position then remains fixed without an 


further manipulation 
The use of a tong, dry stick, sharpened at the en 


yn 


id 


1d 


in 


V 


makes perfect equalization possible without any error 


due to hand or other capacity. 


List Price, including connecting 


lugs and screws, $1.00. 


Sterli 








R 311 MICROCONDENSER 
Mfd. by 


THE STERLING MFG. CO. 
2835 Prospect Ave. 





Cleveland, Ohio 
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Kellogg DX Head Sets 


Kellogg DX head sets are known 
wherever radio is in the air. They 
are built mechanically and _ elec- 
trically for long service, sensitive- 
ness and extreme lightness. Han- 
dling does not affect their tuning. 
They have Kellogg solid Bakelite 
shells and are furnished with the 
Kellogg famous receiver cords of 
which many hundred of thousands 
are in use today in the telephone 


field. 


They are especially valuable 
when used with portable receiving 
sets. This year, as never before, 
portable sets will be used in camps, 
summer resorts and outings, and 
you will want to keep a large sup- 
ply of Kellogg DX head sets on hand 


to fill your orders. 





No. 69A—2400 ohms... 
No. 74A—1000 ohms 


.......§8.00 
- 5.00 


Use—Is the Test. 


KELLOGG SWITCHBOARD 
& SUPPLY COMPANY wi 


1066 W. Adams Street Chicago, III- 
























Radio Products 


JOBBERS! 


The New Hartman Variocoupler 
with Basket Woven Disc Rotor 


Retails at a Competitive Price 
aN $4:50 Ce 


Clearer reception and maximum efficiency is insured through 
minimum coupling with the Basket Woven Disc Rotor. Check 
these points carefully: (a) Pig Tail Contacts; (b) Genuine Bake- 
lite Tube; (c) No Live Brackets; (d) Dead Shaft with NO 
capacity effect in tuning; (e) 180° dial adjustment WITHOUT 
rotor being submerged in Stator Field. 


SOLD THRU JOBBING TRADE ONLY 
Write for proposition on this and other radio products. 


The Hartman Electrical Mfg. Co. 
32 East 5th Street, Mansfield, Ohio 


c 


aa 





Hartman Loop Variocoupler 
Stays Taut and True Laboratory Mode 
Price $9 Price $6.50 














| 











Here is a friendly little reminder to 
the retailer to go after his share of the 
increase in radio this summer. Why not 
have a rubber stamp made from the de- 
sign and use it on all dealer mail? 





Radio Set Inspections 


(Continued from Page 8) 


and about 10 or 15 ft. high. The far 
end should be pointing towards the 
desired broadcasting stations and the 
far end grounded with a variable re- 
sistance. A potentiometer may be used 
as this variable resistance. Once this 
is adjusted properly the static concert 
ratio is much improved in favor of the 
concert. 

Everyone does not have the space 
to erect a Beveridge antenna and for 
there 
which may help. 


those are several suggestions 


A long low antenna may be erected. 
This antenna may be as much as 125 
feet away 
from the stations most desired. Its 
height should be from 10 to 15 ft. 
and it should be 
erected in a clear space such as 4 


over all and should run 


above the earth 
vacant lot where it will not be shielded 
too much by the buildings of the 
neighborhood. This type of antenna 
is directional and will give about a 10 
per cent gain in concert to static ratio. 
This gain is only in respect to thie 
stations which line with thie 
antenna and which are in the general 
direction away from the end where 
the taken off. Another 
method is to put up a low short al 
tenna, then within the house insert 4 


are in 


lead-in is 


four turn loop, in series with the lead- 
in, and the set. By rotating the loop. 
the directional effects of the loop my 
be added. In this way a loop may 
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Trae 
Adjustable Resistors 


for Radio Circuits 





A New Product 


for Radio Dealers 


Radio Fans are always trying new 
circuits and are now turning to 
special circuits requiring resistors 
of high value, many of which must 
be adjustable. To meet the in- 
creasing demand for this type of 
unit, the Allen-Bradley Co. has de- 
veloped the Bradleyohm made in 
three ranges. 
Bradleyohm 10—10,000 to 100,000 
ohms. 
Bradleyohm 25—25,000 to 250,000 
ohms. 
Bradleyohm 50—50,000 to 500,000 
ohms. 
The retail price of each of these 
units is $2.00 subject to a very am- 
ple resale discount to jobbers and 
dealers. New literature has been 
prepared on this item which we 
shall be glad to send to all jobbers 
or jobber’s salesmen upon request. 





Eiecerlc Contiaiteaa Apparatus 


492 Clinton 
Street 


Gy 


Vo =-2f 


Manufacturers of the 
Universal Bradleystat and Bradleyleak. 


cn: fac a as ua hes lo ll we 
Allen-Bradley Co., 

492 Clinton St., Milwaukee, Wisconsin. 
Please send us immediately, your jobber 
proposition on the Bradleyohm which we 
understand is another Allen-Bradley 100% 
jobber product. 


Address 











Milwaukee, 
Wisconsin. 








_ with any set, where as ordinarily 


all sets are not designed to be used 
with a loop. 
The 


antenna plug in the lamp socket. 


last suggestion is to use an 
For 
some reason or other certain lamp 
in certain houses act like a 
Beveridge No definite 
be given, but in view of the months of 


sockets 
wire. rule can 
enjoyable reception to be had from 
it will be well to try the dif- 
ferent lamp sockets in the house to 


now on, 


see if per chance there is one which 
will give the added improvement. 
To sum up—the receiving sets of 
the community should be checked over 
thoroughly, either by the owners of 


| the sets themselves or by the dealer. 


Make sure the 


B batteries are in first 


| class shape and make sure the tubes 


| are working as they should. 


' can be improved for some 


Do this 
periodically. If concert to static ratio 
sets, this 
will help. It is the dealer’s job to see 
that his customers and his prospects 
have before them the best in music, 


lectures, sports, and entertainment. 
* * + 


Sarnoff on Broadcasting 


“oryy 


he impatience evident in some 








91-T—the Smallest, Convenient 
PLUG made 








Brand New 
for YOU! 


quarters, at the failure, thus far, to | 


a cut 
the broadcasting problem which re- 
solves itself in some minds into the 
single question of ‘Who Will Pay 
the Cost of Broadcasting?’ 
| panaceas offered daily as an answer 
_to this question by many well mean- 
|ing persons, follow, I am convinced, 
| from a confused and distorted picture | 
| of the problem.” 
| So declared David Sarnoff, vice- 
| president and general manager of the 
Radio Corporation of America, be- 
‘fore a recent gathering of business 
men at the Chicago Chamber of Com- 
merce. 

“Radio broadcasting is more than | 
|music, it is more than entertainment, 


evolve 


\it is more than news. 

| “The fact of the matter is that we 
‘cannot hope to solve the economical 
problem presented by broadcasting, 
until its technical problems are in the 
way of solution. It is useless to con- 
sider how broadcasting might be 
made to for the of a 


services 
| premier artist before a 
| 


method has 
the 


pay 


been evolved of broadcasting 


|artist’s program to the greatest eco- | 
Should a famous 


nomic advantage. 


| operatic troupe or instrumentalist, 
|hired for broadcasting purposes, 
'make the circuit of hundreds of 


and the | 


and dried solution of | 


New! Newer! Newest! The 91- 
T-BI-LITE—the ultra convenience 
‘outlet that’s proving a sensation 
| wherever shown. 


| Lists at 50 CENTS—a price that 


puts it in a class competition can't 
| touch! 


| Quality clear through! A _ body 
| built to endure; a flawless finish; 
|perfect tandem blades; clean-cut 
'T slots and spring contacts that 


| will last FOREVER. 


Picture the market for this brand 
new BI-LITE. It will sell, Sell, 
| SELL. A wow of a winner han 
| you! See your Jobber or write us 
| direct. 


BETTS & BETTS 


CORPORATION 
644 W. 43rd St. 
NEW YORK 


BiLite 


‘““Ninety-One-T”’ 


| ER 
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There is No Slump for 
Dealers Who Carry 


U.S. Tool Condensers 


They Sell EVERY DAY 


Sales for 
First Four Months, 1924 
Greater than 
Entire Year of 1923 


THERE MUST BE A REASON 


Get the U. S. Tool Proposition 
Write for Literature and 


Details TO-DAY 


U.S. Tool Co., Inc. 


124 Mechanic St., Newark, N. J. 







































A GOOD 
BUY 


A majority of the job- 
bers’ 


country 


salesmen of this 
The 


JOBBER’s SALESMAN the 


consider 


best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
THE Jopper’s SALESMAN 


to your friends. 














broadcasting stations in the United 
States to deliver its program to the 
public, or must the solution of the 
problem await the development of 
national, not merely local broadcast- 
From a 


ing facilities? 


standpoint, I believe the answer to | 
the problem lies in super-broadcast- | 


ing—a system of super-power sta- 
tions broadcasting with a force that 


could be distinctly heard in every |. 


home in the United States. I mean 


a national program national 
scale, to be transmitted through the 
of the air from the 
great super-power stations. In addi- 


tion, there will be the smaller stations 


on a 


vast conduits 


which will provide ‘home-town’ pro- 
of interest to all their 
vicinity and who may also be pro- 
vided with facilities, for the auto- 
matic rebroadcasting of the national 
programs coming from distant points. 
In this way, the local stations will 


grams local 


also meet a social need, particularly 
for those listeners having receivers 
of limited range. 

“In seeking for an economic solu- 
tion of the broadcasting problem, 
broadcasting on a national scale is 
found to be a_ very convincing 
answer. How obvious is the hope- 
lessness of attempting to pay for the 
services of 500 groups of high-grade 
artists broadcasting nightly from 500 
or more widely scattered ‘stations, 
each serving only a limited audience. 
How could the small audience of 
such a station afford to pay for the 
sort of programs it really desires? 
Consider, on the other hand, the sim- 
plicity and feasibility of having six 
or a dozen groups of artists, each 
group broadcasting from a super 
power station, to a national audi- 
ence, representing the purchasing 
power of the radio industry. Super-' 
power broadcasting is the technical 
development which is needed for the 
success of broadcasting; and with a 
satisfactory technical solution of the 
broadcasting 
vinced there will come a sound eco- 
This solution will 


problem, I am _ con- 


romic solution. 
make unnecessary the imposition of 
a special tax on the radio listener by 
the government or anyone else or the 
exaction of a system of tollgate pay- 
ments for the things which ‘are broad- 
cast through the air. 

“T may be told, however, that in 
this I contradict a fundamental busi- 
ness principle—the principle that a 
service must be paid for by the con- 
sumer to make it economically pos- 





technical | 
























RELIABLE | 


NEUTRALIZING 


—=[ RELIABLE f 











CONDENSER 


They sell. 

They sell every day. 

They sell in good quantities 
too. 

Because the wonderful neu- 
tralizing ability of these 
little condensers is appre- 
ciated. On tuned radio cir- 
cuits it is especially valuable 
for tuning to the higher 
wave lengths. It helps clari- 
fication, 

You mention “Reliable.” 
Your customers will be 
ready with an order. 


THE RELIABLE 
PARTS MFG. CO. 


2819 Prospect Ave. 
Cleveland, Ohio. 


es" $4.00 


Sales 
You 
Can 
Rely 
On 












On 
, Base ; : 
Mounting | gs Ame 
nser 
rae — A NECESSITY 
or 24 
condensers 
in display 
carton. 




















BRUNT 
HIGHEST PORCEL AIN 


| QUALITY 


if 






Manufactured under 


license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 























That’s a point worth thinking about. Not every article you sell has 


the backing of a firm established that long—a big, substantial concern 
with a reputation to maintain that will stand back of every fuse bearing 
their name. 


“Union” Fuses must be right because we could not afford to put out 
a product that did not measure up to the highest standards. 


This talking point alone paves the way for easy selling. 


When you add to it the following features for which “‘Union’’ Renewable 
Fuses are famous, you have something to talk about! 


Few parts and simple construction makes renewal easy. 

Link blows without flash or violence, and brass parts cannot fuse or stick. 
Metal parts are extra heavy and tubing almost damage proof. 

They withstand the greatest number of blowouts. 


The “Union” saves more than 


ANY other renewable fuse. 


Our catalog is’ the first step toward a bigger fuse business. Write for 


it—Today! 


Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlet Boxes, Cut-Out 
Bases, Fuse Plugs, Fuse Wire and Automobile Fuses 


CHICAGO NEW YORK 


“Ae eA” 


 pRTEA 4A 
RENEWABLE E FUSES 











































Hh 


Pe | 















































THE JOBBER’SfA)SALESMAN 














PPDOGDOGOG GGOGG OO 


Larger Gross or Larger 
Profits? 





Your Commission 
is Higher on 


Panelboards 


When taking the order for ma- 
terials on a job, which do you 
work for—the products whose sale 
looks large on the order sheet, or 
the ones that may be smaller but 
where you and your house make 
the greater profit? 


@ Panelboards give a wider profit 
margin than staple goods and pay 
a higher commission. By studying 
@ Panelboards a little and learn- 
ing to figure them, you will find 
you can sell the panelboards on a 
job at the same time you sell the 
other materials. 


Here is a large volume of profit 
awaiting your effort. @ Panel- 
boards sell easily because they are 
widely known and have real sell- 
ing points. Other jobber’s sales- 
men are making big money push- 
ing them. You can do the same. 


If you need information, write to 
our Sales Promotion Dept. They 
will be glad to answer your ques- 
tions and help in every way they 
can. 


Frank Adam 


ELECTRIC COMPANY 


ST. Lous 


DISTRICT OFFICES: 


Detroit, New York, Dallas, Minneapolis, Kan- 
sas City, Cincinnati, Indianapolis, New Orleans, 
Chicago, Denver, San Francisco, Los Angeles, 
Seattle, Philadelphia, Pittsburgh. 
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The Triumph Type R Panelboard is made of 
standardized units. It is absolutely safe; can 
be located at the center of distribution; is 
ready for wiring, and is stocked complete in a 
package for auick delivery. 
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sible. I do not believe that any solu- 
tion of the broadcasting problem 
along the lines I sketch, would 


violate economic realities. 

“Now, what is the situation? 

“The broadcasting station, unlike 
the theatre or the opera, cannot offer 
to individual listeners, orchestra, bal- 
cony and gallery seats, in the air. It 
cannot charge one price for a pro- 
gram transmitted to the rich man’s 
house and another price for a pro- 
gram sent to the poor man’s cottage. 
And yet some equivalent method 
should be found whereby every lis- 
tener at least, in a measure, pays for 
the service in proportion to what he 
receives. Fortunately the receiving 
set itself is to a considerable extent, 
an index, through its cost, of what 
and how its owner is_ receiving. 
Those who purchase the more expen- 
sive receivers get more satisfaction 
from programs, either in superiority 
of the quality of reproduction, in 
more satisfactory operation § over 
greater distances, in greater selectiv- 
ity, in greater ease of manipulation, 
and in more attractive receivers gen- 
erally. 

“Broadcasting, in my judgment, 
will be primarily supported by the 
radio industry itself and from its re- 
turns on the sale of radio apparatus. 
A fair method of determining the 
amount to be paid by each member 
or portion of the industry will be 
worked out, and this will be based 
on a percentage of the sales price of 
radio devices. Such a method is just, 
since it requires the expensive re- 
ceiving set of greater capabilities to 
carry a larger share of the cost of 
broadcasting. And this plan is not 
at all a philanthropy nor a method 
which takes no account of economic 
facts. In the long run, the public 
thus supports the broadcasting which 
it enjoys and each purchaser does so 
in proportion to the price paid for the 
instrument receiving through the air. 

“The radio industry must remain 
the primary agency for the direct 
support of broadcasting. I do not 
shrink from the responsibility thus 
placed on the industry. The fact— 
and the unescapable fact—is that the 
radio industry has been built up and 
is dependent on the maintenance of 
a service to the public. The sooner 


this is recognized by the industry as 
a whole and the public as well, the 
sooner we shall arrive at the true 
solution of the broadcasting problem. 
the 


“A system for support of 









































New Price in Effect July 1st 


INCREASED production on Flood- 
O-Lite Jr. and Color-Lites has 
brought about reduced manufac- 
turing costs, enabling us to reduce 
the price from $18.50 to $15.00. 


We wish to emphasize the fact 
that this reduction in price is be- 
ing made without any sacrifice 
whatsoever of the outstanding 
quality features embodied in the 
Flood-O-Lite Jr. 


The same high standards of quality 
that have made Flood-O-Lite Jr. 
the LEADING = spot-flood light 


unit, will be maintained as always. 


We are prepared to make IM- 
MEDIATE SHIPMENT. 


Reflector & Illuminating Co. 
575 Washington Blvd. 
CHICAGO 
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DE REQUIRES 


PARANITE is in every industry. The field is PARANITE Rubber Covered Wires, Cables 
unlimited. From lighting fixtures to heavy and Cords are “‘more than code requires.” 
duty electrical machinery for inside, aerial, un- | There’s absolute satisfaction in their use. 
derground or submarine work PARANITE is Develop the opportunities about you for bigger 
used by the progressive manufacturers. sales of PARANITE. 


INDIANA RUBBER & INSULATED WIRE Co. 


JONESBORO, IND. 
Chicago Office, 810 Marquette Bidg. New York, The Thomas & Betts Co., 63 Vesey St. 
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Display Carton 

The radio frequency Air Coil Transformer 
was designed to be used in most any type 
of tuned radio frequency. They are mounted 
on our No. 111, 11 plate variable condenser 
(.00025MF Cap.). 

These units, when properly assembled, will 
prove very efficient and cover a wave length 
of 230 to 580 meters. 

The compensating condenser furnished 
was designed particularly for use with coils 
and the capacity can be thrown to either 
side of the circuit as desired. 

These units make ideal tuning elements 
for several of the ‘ ‘dyne” type of sets. 

Three of these units and two neutralizing 
condensers are packed in a substantial dis- 
play box. 


Gy: 


typ: 





<€{RD> THE SE-AR-DE BROADCASTER < =| 


Edited by “SE-AR-DE” himself 


; JOBBER SALESMEN! Here Are 
wil Two New SE-AR-DE Products That 
Will Build Sales for You and Your 








Audio Freavency Transformer 





It is a very easy matter to build some- 
thing that looks like a transformer, but it 
takes brains and experience to build one like 
our No. 182. 

Large? Yes, but if you could only hear it 
work you would forget the size. 

We have produced a transformer which is 
about 30% louder than some well known 
makes, and talk about an amplification curve, 
well just ask us for a copy and you will find 
it belies its name. 

The transformer is 4 to 1 ratio and is built 
in first-class shape. 

Salesmen, place one each of these trans- 
formers in your sample case and show to 
your dealers on your next trip. They will 
make sales for you with your hard prospects. 
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255 Atlantic Ave. 





R. MITCHELL CO. 


Boston, Mass. 


For 47 years Manufacturers of Scientific and other equipment 
Look for trade mark on every piece 
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Just A Minute <= PLEASE 


OW’S this for a novel display stand demonstrating the ILGAIR Portable Ventilator? Placed in 
the window or on the floor it makes a notice spot that commands attention, creates interest 
and desire. One glance at the pictures in realistic colors puts over the idea of correct ventilation. 
Here’s a junior salesman that demonstrates, displays and makes sales for ILG Ventilating Fans in 
July or January. Everywhere this new ILG Display Stand is identifying the stores of live dealers 
who are cashing in on the ever increasing demand for ILG Ventilating Equipment. Write for 
full particulars —— tear off, sign and mail the attached coupon. 


ILG ELECTRIC VENTILATING CO. e & 
2854 North Crawford Avenue, Chicago, Ill, ee 











FOR OFFICES- és : 
STORES: FACTORIES: ra Soo > B.0° Se 






PUBLIC BUILDINGS-THEATRES- or sise® te 
RESTAURANTS-HOUSES-ETC: “ YP 2 s"r 3” JS 
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MOST ELECTRICAL JOBBERS FIND IT INDISPENSABLE 








WHATEVER YOU WANT TO KNOW—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IT THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 
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vroadcasting such as I have tried to 
‘ketch would mean that the poor man 
would help to maintain broadcasting 
iccording to his means and the rich 
man in proportion to his greater 
means. 

“The question has been asked by 
well-meaning inquirers: ‘What will 
happen when saturation of receiver 
sales has been reached? Who will 
then pay for breadcasting?’ But this 
is an imaginary difficulty. To begin 
with, we are still far from a radio 
receiver in every home. And even 
when each home is provided with a 
radio receiver, it will have a device 
in daily use. No man-made struc- 
ture can resist the effect of time and 
use and even the radio receiver is 
not exempt from this law of nature. 
So, in the natural course of events, it 
will become necessary to replace old 
receivers and parts, with new and im- 
proved ones. No one expects even 
such long-established businesses as 
the sewing machine industry to stop 


at some future date when everyone | 


has a sewing machine. A domestic 
article, in daily use, is subject to 
wear and tear and does not last for- 
ever. And even sewing machines are 
no exception to this rule. But I do 
not expect a radio receiver, a vacuum 
tube or a dry-cell to last as long as a 
sewing machine. 


“Adding together the returns from | 
purchases by new customers, also by | 


those desiring later and improved 


models, by those buying new receiv- | 


ers to take the place of old ones, and 
by those purchasing the necessary re- 


placement parts, such as tubes, bat- | 


teries, etc., it is clear that ‘saturation’ 
is a meaningless term in radio sales. 


“IT believe that there will arise | 


other means of support of broadcast- 
ing in addition to the one I have 


mentioned. As the picture will be- | 


come plainer, there will emerge in 


radio, Musical Foundations, Operatic 


Foundations and Lecture Founda- 
tions, endowed or supported by great 
public spirited Americans, who will 
ee in this vast instrumentality of 
the air, another means to become 
public benefactors. 


“It is also a fact that many types | 


f broadcast programs do not have 
o be paid for at all, since they are 
vents of public interest which would 


‘ake place in any case. The com- | 


ination of all these factors gives a 
table and satisfactory means for sup- 
orting the broadcasting field, as far 
ito the future as we can reasonably 
e expected to see at this time.” 





JOBBERS— 


Have you seen the new 


4° QED =| 











There have been a number of different Grey Finishes offered on 
Lighting Fixtures but nothing like this. Absolutely 


““DISTINCTIVE”’ 


Spot Delivery so you can step out in front with a Real Offering 


WRITE FOR SAMPLE SET 


DALLAS BRASS & COPPER CO. 


820 Orleans St. Chicago, IIl. 



























GENUINE 
LEATHER WASHER 


is another one of the 5 features that make 


ull Dos 


REGISTERED 


ASSEMBLED 


Split Knobs 


EASIER TO SELL 


Ordinary split knobs use fab- 
ric washers which are much 





cheaper but absorb moisture 
and soon deteriorate. Often- 








times while en route they are 
exposed to dampness and reach 
the dealer in an unsalable con- ‘ 
dition. This can’t happen with 
BULL DOG Split Knobs, and 


they cost no more than ordi- 7 






Has a Grip 
Like Its 


nary knobs. Namesake 
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August E. Farrenkopf 
Promoted 


Stanley & Patterson, Inc., New 
York, N. Y., announce that August 
E. Fa known, to many of 
the contractors, 
architects 
the United 
been elected 
tary of the 
he has been made general sales man- 


rrenkopf, 
electrical jobbers, 
and engineers throughout 
States and Canada, 

to the office 


company. In 


has 
of secre- 
addition 


ager direct charge of “Faraday”, 
“PR.” and “DeVeau” products. 





A. E. Farrenkopf 


Mr. Farrenkopf, while still a 
voung man, being born in Brook- 
lvn, N. Y., October 23, 1887, has 


been in the electrical line since 1902, 
having started to work with the De 


Veau Telephone Mfg. Co. when that 
company was located at 27 Rose 
street, New York, N. Y. 

In 1917 when the DeVeau com- 
pany merged with Stanley & Pat- 
terson, Inc., he joined the forces of 
the latter as sales engineer and 


traveled the United States and Can- 
ada, visiting jobbers, contractors and 


engineers in connection with sales 
promotion work on the manufac- 


tured lines of Stanley & Patterson. 
During this year, 1917, he was 


overwhelmingly elected by the peo- 
ple of his community to.a term 
in the New York State Senate, and 
was sponsor for some very impor- 
tant and progressive legislation now 
on the statute books of the state of 
New York. 

He has 


good many years in the electrical in- 


been very active for a 


dustry, has a knack of making 
friends and holding them and _ his 
many friends will wish him well in 
his new endeavors. 

ry . 

[The slogan adopted by his de- 


partment and himself connection 


with his new duties is, as follows 
‘Always Render  Service— -Before 
and After Securing Orders.” 


x * 


Four Essentials in a Merchan- 
dising Plan 

L. H. Kellar, 
general manager of the Yale Electric 
Co., Brooklyn, N. Y., outlined to a 
representative of Tur Josppers SALes- 
maN the things that he considers es- 
sential in a merchandising plan as ap- 
plied to their business—the manufac- 
ture and distribution of flashlights and 
flashlight batteries. 


vice-president and 


First, he considers it compatible 
with good merchandising ethics to se- 
each line 


lect only one distributor in 


of business in a given territory and 
then to work with him to the fullest 
extent. The Yale Electric Co. 
formulated the policy of carefully ap- 
of the 
reputable electrical, 


has 


and most 
drug 
each 


pointing one livest 
hardware, 
jobbers in 
center of distribution. By this method 
of limiting the number of jobbers in 
a given territory the Yale plan of dis- 
interesting to 


and auto accessory 


tribution is made more 
those who have taken on the line. 
The next step is to back the dis- 
tributors with the personal sales as- 
sistance of a trained force of 60 sales- 
men, who are to work with and for the 
distributors’ men, and then to place 
district offices and warehouse stocks in 
Chicago and San Francisco to afford 


prompt and efficient service to the 











trade in the Middle West and on tli 
Pacific Coast. 

Then comes a campaign of magazin 
the 
launching in July publications and de 


advertising which company is 
signed to both keep jobbers’ salesmen 
informed of Yale activities and mer 
chandise and establish a knowledge of 
and Yale 


among all classes of retailers through 


demand for flashlights 
out the country. 

The fourth feature of the plan is 
that providing for an attractive assort 
ment of dealer sales helps which in 
cludes, 


wing window trim, lithographed in 12 


among other things, a three 
colors, a large display cabinet, oc 
cupying only a square foot of counter 
space and containing a complete as 
sortment of Yale flashlights and a 
(for dis 
playing renewal batteries) which is 
placed on top of the flashlight 


small ‘‘Mono-cell” cabinet 
‘abinet. 

An innovation in counter displays 
has been incorporated into the large 
cabinet. The entire line of flashlights 
is shown on the two side panels, illus 
trating and giving the numbers of each 
light. The front panel is fitted with 
grooves in which four cards—one each 





L. H. Kellar 
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‘or the seasons of the year—may be 
inserted. These cards are done in 
eight colors and depict a few of the 
many uses to which flashlights may be 
put. In the rear of the cabinet are 
four handy stock compartments which 
the 


neat and fresh. 


merchandise being kept 
On the inside of the 
door is a place to slip a price list. The 
‘“Mono-cell”’ 
compartments to hold both Yale No. 
101 and No. 102 ““Mono-cells”. Also 


. simple testing device for batteries is 


sure 


cabinet consists of two 


on either side. 
* * * 
Handel-Davies Operate in 
Cleveland 


The Handel-Davies Co., electrical 
manufacturers’ representatives are now 
located at 1300 Union Trust build 
ing, Cleveland, Ohio. A. P. Handel 
was formerly a manufacturers’ agent 
lecated at Toledo, Ohio, while W. W. 
Davies has had a wide acquaintance 
with the electrical trade throughout 
the middle west. This new company 
is open to represent a few more select 
manufacturers in the Ohio territory. 
* * * 


H. G. Cisin With The Radio 
Receptor Co. 

The Radio Receptor Co., New York, 

N. Y., has appointed H. G. Cisin as 

He 


was formerly in charge of radio and 


sales and advertising manager. 





H. G. Cisin 


sales promotion for the Dictograph 
Products Corp., having been with that 
the 


Mr. Cisin was engineering edi- 


firm since it started in radio 


game. 


tor of Electrical Record for several 


years. He wrote the Radio Telephone 


Handbook, Practical Electrical Engi- 
neering and Modern Marine Engineer- 
While 


Institute of Technology he worked un- 


ing. teaching at Stevens 


During the 
S. Navy as 


der Professor Hazeltine. 
in the U. 


war he served 


ensign. 








~- 





District sales managers and executives of the Economy Fuse & Mfg. Co., Chicago, 
lll., held a conference at Hot Springs, Va., during the first week in June, on the 


wcasion of the Electrical Supply Jobbers Association convention. 
managers were there, except that the Pacific coast was not represented. 


All the district 
First row, 


left to right: J. R. Wilkins, Boston; Morgan P. Ellis, general sales manager, Chicago; 


A. Eee 
Griffith, Cleveland and Buffalo. 


Eustice, president and treasurer, Chicago; Frank L. Easton, Denver; J. 
Second row: L. 


B. 


E. Fuller, St. Louis; H. J. Russell, 


Milwaukee; P. E. Davenport, Minneapolis; I. H. Owen, Atlanta; J. S. Merser, New 


York; W. L. 


De Coursey, Pittsburgh; R. S. Smith, Chicago district office. 


Third 


row; S. W. Fries, Kansas City, Mo.; I. J. Wolfe, Detroit; J. B. Mitchell, Baltimore; 


H. S. Day, Cincinnati; C. 


B. Merrill, Philadelphia. 














AND 


) “AMERICAN 


BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


Present and 
Future Sales! 


Past, sales of “‘ American Brand” 
Weatherproof and Bare Copper 
Wire and Cables have paved the 


way for present and future sales. 


Users of this line come back for 
more. They get such long and 
satisfactory service that they select 
“‘American Brand” as a matter of 
insurance for perfect service 
their customers. 


to 


A-| Magnet Wire is from the same 
high quality family. Talk both 
lines to your trade. 


American Insulated 


Wire & Cable Co. 


CHiCAGO 






TRADE "MARK 














"AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, 


Illustrated 






































The Electric Outlet Co., 8 West 
Fortieth street, New York, N. Y., 
announces “Wire-Nuts” made of brass 
and bakelite, for use in making wire 
joints in outlet boxes and elsewhere. 
Twisting the wires together and 
screwing on a “Wire-Nut” takes the 
place of the whole soldering and tap- 
ing operation. ‘‘Wire-Nuts” are ap- 
proved by the Underwriters’ Labora- 
tories for this purpose. It is claimed 
that their use is conducive to faster 
and better electrical work, that they 
make the best joints at the lowest 
cost, and that the standard nature of 
the protection afforded will make them 
very popular with inspectors. Special 
advantages claimed are the different 
combinations of wires which can be 
joined with one size of “Wire-Nut,” 
the high conductivity of the brass 
lining, the extension of the bakelite 
cap which overlaps the wire insula- 
tion, and the small size of the com- 
pleted joint. Illustrations show the 
method of applying the nut, and two 
of the applications. 

















The Chicago Fuse Manufacturing 
Co., Lafiin and Fifteenth streets, 
Chicago, Ill., makes a shallow ceil- 
ing box with clamps for loom. This 
box was designed to meet the new 
conditions of installation brought 
about by Rule 502-h of the 1923 
National Electrical Code which reads 
as follows: ‘Approved outlet boxes 
or plates shall be installed at all out- 
lets, and the flexible tubing shall 
extend from the last knob into and 
be secured to such boxes or plates.” 

The boxes are made from No. 14 
gauge stamped steel and are supe- 
rior to cast iron boxes. They are 
furnished with a heavy coat of black 
insulating enamel or can be _ fur- 
nished in galvanized finish, if desired. 
A new patented clamp of galvan- 
ized finish permits ample space for 
wire splices. The clamp lies flat on 
the bottom of the box, which feature 
insures maximum space for splicing. 

To securely fasten the tubing to 
the box, a screw-driver is used to 
force the ends of the clamp into the 
loom which produces a perfect and 
permanent grip on the loom and 
securely fastens same to the box 
in a very rigid manner. 


This is the latest acquisition in the 
line of two-way plugs, being market- 
ed by The Betts & Betts Corpora- 
tion, 644 West Forty-third street, 
New York, N. Y. The manufacturers 
claim that this is more desirable 
from the consumer’s point of view, 
as he invariably mislays—or loses 
completely —the screw-end of the 
attachment plug and is_ therefore 
caused a great deal of inconvenience. 
It incorporates all the sturdiness 
and durability of the company’s No. 
90 Bi-Lite, has no porcelain parts 
or brass shells, and is, in addition, 
one of the lightest plugs made, its 
total weight being not over 234 
ounces. 

































This curling iron is quite different in operation from the ordinary electric 
curling iron which depends upon the spring for its clamping effect. There is 
no spring in this device and the amount of pressure secured is dependent 
altogether upon the pressure of the handle. This pressure is almost as 
important a factor in producing the wave as the heat, so that very positive 


and pleasing results may be had with this device. 
A long tip, tapered on a bevel to one side so as to make 


very heavy steel. 


The clamp is made of 


it very convenient and easy for inserting in the hair, is a feature. The iron 
itself is 11 ins. long, while the rod is 51% ins. long and ,% in. in diameter. It 
is supplied complete with a stand, six ft. of cord and plug. Also detachable 
plug for the handle. It is a product of the Russell Electric Co., Chicago, Il. 
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New Electrical Products, Illustrated 











A new electric cooking unit of 
unusually low voltage is the “C6” 
cooking unit announced by the Edi- 
son Electric Appliance Co., Chicago, 
Ill. The new unit embodies in its 
construction many improvements 
over the ordinary fireless cooker 
or boiling compartment. It is de- 
signed for use in place of one of 
the surface units of the new Hot- 
point range and may also be applied 
to the Hotpoint Hughes and to cer- 
tain of the old GE ranges. This unit 
is particularly adapted to such cook- 
ing operations as boiling, braising, 
pot-roasting, steaming, stewing, the 
preparation of soups and to some 
kinds of roasting and baking. It 
consists of a heavily insulated cylin- 
drical compartment equipped with a 
special heating coil and a five-quart 
aluminum cooking vessel and cover. 
It is designed to be connected to 
the surface-unit cord and plug, and 
is thus controlled by the regular 
range switch. 

















A heavy duty electric range, that 
has been designed particularly for 
lake boats, but serves equally as 
well for country clubs, large homes, 
etc., has been developed by the 
Standard Electric Stove Co., Toledo, 
O. It has an aluminum lined oven, 
and a top 33 by 48 ins. There are 
four hot plates and a smooth or 
slick top griddle. The domestic type 
oven above is for use when the boat 
crew is light. 








; 7 
Three of the 22 new types of flash- 
lights, recently developed by the 
National Carbon Co., Long Island 
City, N. Y., are here shown. Twenty- 
one of the new types are equipped 
with finest quality beveled glass lens, 
while one type—the Eveready tubu- 
lar— retains, because of popular re- 
quirements, the bull’s-eve lens. Each 
type is provided with a_ reflector 
which gives the least possible fric- 
tion between the rays of light. All 
types, with the exception of the 
aluminum cases, have the new safety 
locking switch, a safeguard in con- 
trolling the light, and, consequently, 
conserving the batteries; and the 
octagonal lens ring which prevents 


rolling and which facilitates un- 
screwing. 

















Gs — 

The Arrow Electric Co., Hartford, 
Conn., has added to its line, two 
candle sockets Nos. 4007 and 4007A 
here shown (4007A at left). The 
advantage of these devices is that 
they have extension hickeys which 
enable the former to be extended 
from 3 ins. to 4 ins., and the latter 
from 5 ins. to 6 ins. 

















Electric Manutac- 
Wabash Ave., 


The Midland 
turing Co., 1811 S. 
Chicago, makes the “Beauty” Mar- 
cel Electric Waver. ‘The salient 
features of this iron are evenness 
and low temperature of heat, ab- 
sence of the common tendency te 
break or burn the hair, and rapidity 
and ease of operation. ‘The wave 
is unusually permanent because all 
strands of hair are held gently in a 
parallel press at a temperature suffi- 
cient to insure permanence without 
the here and there twist of the old 
process. The waver puts in a broad 
rippling band at one operation, 
thereby, saving half the usual time. 











The No. 68 “Duo Plug,” made by 
the Magnus Electric Co., Inc., New 
York, N. Y., is equipped with paral- 


lel and tandem blades. The body 
is of composition having high dielec- 
tric strength. The same company 
has also brought out the “Trio Plug” 
of similar construction. 














































The “Northern Beauty” curler, 
shown here, is made by the Northern 
Electric Co., 28385 N. Western 
avenue, Chicago, Ill. It is a low- 
priced curling iron, having a _ re- 
movable clamp, an element guaran- 
teed for one year, six ft. of cord 
and a separable plug. It rounds 
out the Northern line which con- 
sists of the “Service” curler, the 
“Northern” soldering iron and 
“Northern” heating pad. 
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New Electrical Products, Illustrated 








This electric griddle, extra large 
-11 ins. in diameter—holds three 
pancakes at one time and is an 
appliance that makes a _ hurry-up 
breakfast a pleasure. It is made 
by the Metal Ware Corp., 3819 
North Ashland avenue, Chicago, III. 





The Rodale Manufacturing Co. of 
265 West Broadway, New York, 
N. Y., has brought out a cold mold- 
ed, weatherproof socket of attrac- 
tive design which can be used up to 
250 volts. 











The “Litit” cigar lighter is for 
continuous duty on 110 volts direct 
or alternating current in cigar 
stands, restaurants or any other 
place where matches or the old 
fashioned gas light are now fur- 
nished. It will stand up under severe 
use. The element consumes only 40 
watts, and is enclosed in the quartz 
glass tube illustrated. This tube 
becomes red hot and is not affected 
by the cigar or cigarette or by 
moisture. Cold water can be poured 
over it when it is at full heat with- 
out injuring it. It is handled by 
the Sales Co. of America, 420 Turk 
street, San Francisco, Calif. 


The Kimble Electric Company, 
634 North Western avenue, Chicago, 
Ill., makes a variable speed, revers- 
ible, ventilating fan for alternating 
current service. A specially designed 
repulsion type of motor of high 
efficiency is used, The speed is regu- 
lated by shifting the brushes on the 
commutator of the motor, by means 
of two pendant chains attached to 
the rocker arm. These same chains 
reverse the fan as well. The fan 
can be controiled through resistance 
when reniote control is essential. 








A number of new and unusual 
designs in Christmas tree lamps 
have just been placed on the market 
by A. C. Mannweiler of the Anthony 
Wayne Lamp Co., 1016 Saville 
avenue, Ft. Wayne, Ind. ‘These in- 
clude a star, a cross and a round 
lamp with various figures or sayings 
appropriate to the holiday season. 
Mr. Mannweiler, who will be re- 
membered as the inventor of a 
Christmas tree lamp in the form of 
a candle, is distributing these items 
through the jobber 








A new laboratory model of violet ray machine, that is self-contained and of 
high quality, is announced by the Bleadon-Dun Co., 213 South Peoria street. 


Chicago, Il. 











The Nizer automatic electric ice cream cabinet is for refrigerating ice cream. 


It contains a motor-driven compressor 


and is provided with automatic 


temperature control that does not employ a thermostat. All moving parts are 
lubricated in a bath of oil. The evaporator is of the flooded type with patented 
float control. Everything is self-contained. The Nizer Corp., 7424 Mackie 
street, Detroit, Mich., is the manufacturer. 
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Radio 
Insulators 


We have produced in these Radio 
and Antenna Insulators high grade 
products which the jobber may sell 
at a low price and still make a good 


profit. 
They are vitrous, brown glaze and 
are very well and neatly made. <A 


sample of either size insulator will 
be mailed to any radio dealer upon 
request. 





No, 1—2% tn. long, 1% in. cverall diameter. 





No. 2—4%% in. long, 154 in. overall diameter. 


We also manufacture a complete 
line of Electrical Porcelain— 
in standard or special 
patterns. 


THE MOGADORE 


INSULATOR CO. | 
OHIO | 


MOGADORE, 








| 
| 


| 
| 


| 
| 


|lamp business for several years. 


| | 


| | 
|| Sparrow and Cushing Partners | 


{ 


| | Mazda lamps. 


| 
| 


Glauber Joins Frederick 
Truscott & Son 


The Frederick Truscott & Son Co., 
|of Buffalo, N. Y., announces the ap- 
|| pointment of F. S. Glauber, as city 
|| Mazda lamp sales representative. Mr. 
Glauber has been connected with the 


The Truscott Co. is the distributor 


in Buftalo for 


* 


Brilliant National 





* * | 
| 


L.. G. Cushing, for the past 12 years 


‘district manager at Chicago for the 
|| Connecticut Electric Mfg. Co., is now 


a partner in R. 


F. Sparrow & Co. 


|The new firm name is Sparrow & | 


Cushing, and the location is 217 N. | 


|| Desplaines street, Chicago, Il. 














HEMINGRAY 


STANDARD 
INSULATORS 










Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 

















Correspondence 
Invited 











HEMINGRAY 
GLASS CO. 
OFFICESS FACTORY 


MUNCIE 
IND. 
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, _~ 


Morgan P. Ellis, who has recently been 


appointed general 


sales manager of the 


| Economy Fuse & Mfg. Co., Chicago, IIl. 


| Jobbers 


This picture was taken at the Hot Springs, | 
| Va., convention of the Electrical Supply | 
Mr. Ellis has been | 


Association. 


| 


| identified with the electrical business for | 





20 vears, the last eight of which he has | 
general 
In the early part of his | 


been assistant 
Economy Fuse. 


career he was with the 
for 
Appliance Co. of Chicago. 


Co. and later, 


Electric 


sales manager 
Western Electric 


five years, with the 


cause of this accumulated experience, there 
is no man better fitted to understand the 


jobbers’ problems 


and to give them in- 
telligent co-operation. 


of | 


Be- | 











A Great 1924 
Profit 
Opportunity 





Quick Turnover 


is a feature of the R. & M. 
Fans which always shows re- 
sults in the dealer’s net profit 
column. In addition to mak- 
ing Fans backed by a guar- 
antee which insures every 
user absolute satisfaction, The 
Robbins & Myers Company 
has given special attention to 
attractive design and _ finish. 
The R. & M. Fans stand out 
in the dealer’s stock and win 


the approval of the customer. 


Our nearest distributor or 
Office will furnish 
particulars. Ask for Dealer 
Portfolio No. 1228. 


Branch 








The 
Robbins & Myers Co. 


Springfield, Ohio 
Brantford, Ontario 


BRANCHES 


Boston, 74 Pearl St. 

New York, 30 Church St. 
Buffalo, 827 Ellicott Sq. Bldg. 
Philadelphia, 1418 Walnut St. 
Cleveland, 1239 W. 3rd St. 
Cincinnati, 9 E. Third St. 
Chicago, 1444 Conway Bldg. 
St. Louis, 1522 Chemical Bldg. 
San Francisco, 701 Rialto Bldg. 
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Maximum Sales 
Minimum Effort! 


Your contractor 
customers who 
are users of the 
Steel City Line 
cf Wiring De- 
vices are boos- 


ters. 


Theyallpossess 
an intimate 
knowledge of 
its qualifica- 
tions and at all 
times express 
confidence in its 


dependability. 


They’ve found 
Steel City Wir- 
ing Devices 
give consumer 
satisfac- 
tion. Any job 
finished with 
these devices is 
certainto 


please. 


That’s why you 
maximum 
with 


get 
sales a 
minimum of ef- 


fort. 


thoroughly 
send for catalog 
No. 34-F. 





Chectrice Ca. 


PENNSYLVANIA 


Steel City € 


PITTSBURGH 








Know the line | 


A Helpful Service for Jobbers’ 
Salesmen 

A clever idea in the nature of an 

aid to jobbers salesmen has been de- 

veloped in the past three months by 

the Edison Electric Appliance Co., 

Mm. <A. Bi. 


manager of the Appliance Division of 


Inc., Chicago, Jaeger, 
this company was asked to explain 
what this service is and the reasons 
which induced him to inaugurate it, 
and he has contributed the following 
information: 

Having a jobber policy, we realize 
that the jobber’s salesman is a big 


ISOS ELRCTM: APPLIANCE Cte 
anni hy 


mation when absorbing new data on 
new and old merchandise. Realizing 
how difficult it must be for the job 
ber’s salesman to memorize all these 
facts as he gathers them at random, 
we have prepared a series of articles 
for him called “Facts and Figures.’ 
group 
appliances, such as irons, holloware, 
These 


articles describe our deviees in detail, 


Each article covers one ot 


heaters, curling irons, ete. 


give lists of exclusive features, some 


facts regarding manufacturing, in- 
spection operations, etc., as clear and 


in as few words as possible. 





Sales Helps for Jobbers’ Salesmen 


factor in the success of our business. 
We appreciate the value of the con- 
fidence his trade have in him, his 
close contact with the market, and 
intimate knowledge of the trade in 
general, therefore, he is regarded by 
our company as one of our organiza- 
tion; we feel he is a part of us, and 
therefore try to assist him in increas- 
ing his sales as we would our own 
salesmen. 

send mate- 


rial, as do some other manufacturers, 


From time to time we 


to the jobber for distribution to his 
salesmen, such as advance advertising 
schedule, portfolios, books on sales 
helps, new merchandise, etc., all of 
which we feel is used and appreciated 
them. 

For some time, however, we have 
felt that, due to the fact that the 
jobber’s salesman has so many varied 
lines to handle, it is hard for him to 
have in his mind “facts and figures”’ 


by 


on all his lines to meet competitive 
talk. We know that he gets the in- 
formation from time to time from his 
sales manufacturer, and 


picks it up in the field. 
to crowd out some of this good infor- 


manager, 
But it is easy 





These are standard letterhead size, 
and can be inserted in their catalog 
or kept in their file at the office or 
home for reference after they have 
been read and studied. 

In these articles each subject is 
headed and numbered, such as, “Ex- 
clusive Features,” “Interesting Facts 
en Construction,” a series of para- 
eraphs on “Do You Know?” which 
cover a number of operations on the 
different parts and number of devices 
in use, amount of profit dealer can 
make on the line, figuring turnovers, 
ete. 

Each article is numbered in order 
that the salesman can check them and 
The 


third article has just been released. 


A_ binder 
the jobber’s sales manager, in which 
he can keep all of them and which 
can be filed in a standard letter file 
for reference. 


be sure he receives each article. 


has been furnished to 


The first article was mailed to the 
jobber’s sales manager only, and it 
was upon his request that we fur 
nished sufficient copies for his sales 
organization and arranged in future 
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LEAD-ALL BOX BAR 


The Universal Bar for Installing Outlet Boxes and Switch Boxes 





















This illustration shows regu- 
lar Lead All Bar being broken 
apart—to be used as a switch 
support—I7 in. long—and 


plenty of nail holes. 


New and Old Work—Bars are always shipped 
packed in cartons—in complete sets with Lath 
Holders—Ready for use either way. 


Write for 
samples 
of these 
time and 
money 

savers and 
be con- 


vinced. 


Sold only 
through 
leading 
jobbers. 


Top of this illustration shows a Regular Lead All Bar broken apart and used to install 
a switch box bottom—shows Regular Lead All Bar with shallow type outlet boxes 
fastened—F or Deep Box Installations we have special Plate Sets—for use with Bars. 





The Electrical Equipment & Manufacturing Co. 
1137 Champlain St. Toledo, Ohio 
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ACE 


No. 1301—30 cells, has 
6 voltage taps for varia 
tion of voltages of 16%, 
18, 19%, 21, 22% and 45. 
It’s 8” long, 65%” wide 
and 3” high. Weighs 8 
pounds 





There’s Big Sales Here For You! 


With this new ACE Radio-B Battery every job- 
ber’s salesman’s sales volume should take new 


life. 


It's a big seller that calls for repeat orders from 
radio fans and dealers. 


Built right to last long and accordingly gives 
best service for the longest time to users. 


Stock your dealers with this fast selling, big 
profit making Radio-B Battery. 






VADER UDRERURAGULERCTECROORAEBa Reese 


oducts eC 


MOUUEREDERCAEGUECERRCROCCEORAOORTURTREA 


OE Carbon 


LANCASTER, 














































1. The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


2. Itisthe only clearing house for ideas and sales 


suggestions of those engaged in the jobbing 
branch of the industry. 


3. Itisthe only publication that is devoted exclu- 


sively to the business in which you are en- 
gaged. 


Why not take advantage of this helpful, interest- 
ing service? A dollar a year brings it. Subscribe 
now. 
































| 


to mail sufficient copies to distribute to 


| his own salesmen at his request. 


The replies to the first article and 


| announcement of the plan were many, 





and strongly indicated the fact that 
it was material of value to, and ap- 
preciated by, the jobber. 

We feel that, in order to sell qual- 
ity material, the salesman must have 
facts about the article to easily prove 
that what he is offering is quality 
without a doubt. To do this, he must 
know what is inside and out, and also 
why. 

These articles, we believe, will give 
the jobber’s salesman these facts, and, 
due to their convenient form, will be 
of help to him in increasing his sales 
and income, in which we wish to 
help him as well as our own sales- 


men. 


Latest Trade Literature 


Bussmann Manufacturing Co., St. 
Louis, Mo.—Catalog No. 12, contain- 
ing a history of fuses and their de- 
velopment, as well as complete data 
on same and the Buss Clamp-O-Set 
lamp. 

Freed - Eisemann Radio  Corp., 
Brooklyn, N. Y.—A book of instruc- 
tions on Freed-Eisemann sets. Also 
gives list of U. S. broadcasting sta- 





tions. 

Westinghouse Electric & Manufac- 
turing Co., East Pittsburgh, Pa.— 
Folder 4249B entitled “Westinghouse 


| Insulating Varnishes and Com- 
| pounds.” 





The Roller-Smith Co., New York, 
N. Y.—Bulletin No. 10, on small size 
instruments for radio control, cover- 
ing volt and ampere meters. 

The Edison Electric Appliance Co., 
Chicago, I1l.—Latest edition of deal- 
ers’ catalog “Hot Point Table Ser- 
vants.” 

W. R. Ostrander & Co., New York, 
N. Y.—A new 32-page catalog of the 
company’s own manufactured prod- 
ucts. 

Groundulet Co., 86 Park Place, 
Newark, N. J.—‘“Groundits and 
Groundology” is the name of a new 





pamphlet containing a series of valu 
| 


| able papers on grounding methods, 
| approximate costs, etc., together with 


a complete description of “Groundits ’ 


| for every class of service. 


American Blower Co., Detroit, 
Mich.—A 48-page booklet on ventila 


| tion containing complete description 


| of dealer helps. 
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More 


Power 


POWERLET —~ 








7 of iraatete 


Salesmen that go after Powerlet 
sales are getting the orders—more 
power to them. 


Every sale of a Powerlet means a 
repeat sale for they build custom- 
ers that can be depended on for a 
nice yearly reorder business. 


Powerlets make the best jobs bet- 
ter. 


Your trade can have Powerlets in 
all types and sizes. They are neat 
in appearance, have integral hubs, 
clean cut threads and perfect align- 
ment. They don’t break because 
all fittings subject to bending 
strains are made of malleable iron. 


Full jobber data on request. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St., Chicago, Ills. 











Neate Extension 
Reels 


TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “‘Autex”’ Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 





The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station at Milwaukee, Wis., 
where over 100 ‘“‘Autex”’ Reels have given 
over two years satisfactory service. 


ae, of 


iia aii.) 








THE CINCINNATI SPECIALTY MFG. CO., Inc. 
Manufacturers 
1915-17 Powers St. CINCINNATI, OHIO 








T 





Kirton Sells Kellogg Radio 


Many of the jobbers and dealers 
in northern and central Illinois, south- 
ern Wisconsin and Detroit, Mich., | 


have no doubt already met W. T. Kir- 


ton, of the Kellogg Switchboard & 
Supply Co., Chicago, Ill. For a 
young man, Mr. Kirton has had wide 


experience in the electrical line which 
is of particular value to him in the 


radio business. In 1917, he graduated 


from the Carnegie Technical School 
at Pittsburgh, and it was not long 
before he reached the position of 
chief telephone and telegraph in- 
spector of the Northwestern region 
of the Pennsylvania road. He was 


later assistant telephone engineer for 
this Then he went to 
the transmission department of the 
A. T. & T. Co. at Cleveland, O. Later 
he served in the sales engineering de- 
of the Auto Call Co. at 


organization. 


partment 


Shelby, O. 











W. T. Kirton 











Mr. Kirton 
sively in 


has travelled exten- 


England, France, Belgium 


His 


to have an active part in the telephone 


and India. record shows him 


and telegraph department of the Brit- 
ish government for a couple of years, 


and he was also with the Callender 
Cable and Construction Co. of Leigh, 
Lanecastershire. 

* * * 


Colored Gelatine for Show 
Window Spotlights 
Brooklyn, 
is now making colored gelatine 
18 by 21 in. 
merchant may 


The 
io Wig 


in sheets of 


Rosco Laboratories, 
size, from 


which the cut his own 


color screens for show window 


lights. 


spot- 








Boost Your Sales 


with ABolites 


(Porcelain-Enameled Steel Reflectots) 





RLM ABolite Reflector with 
“V” or “W” Type Holder. 


ERE’S a real sales-boos- 
ter—the RLM ABolite 


—Because 


It’s an all-around handy unit that every 
contractor can use. The deep skirt 
shields direct side rays, and the reflec- 
tor-curve assures even lighting on the 
working plane. For general and local 
lighting, this is a fast seller. 


Write for Catalog 
No. 177-A 


5 Big Sales Points 
about ABolites 


1—Correct Design 
assures right light distribution. 
2—Accurately Made 
between dies in 
as are ordinary 


3—Detachable Reflectors— 
an important ABolite feature—permit the con 


powerful spun 


reflectors. 


presses—not 


tractor to get the installation passed prompt 

ly, and to attach the reflectors later; and 

make cleaning or changing easy for the user. 
4—Low Stock Investment 

ABolite interchangeability makes it easy to 

keep a full line and to deliver rush orders 

promptly. 


5—Made for Service and Satisfaction— 
every operation being done in our own plant 


AB DIVISION 


THE NAT. SCREW & MFG. CO. 
CLEVELAND, O. 
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Jobbers! 


Independent Switch-Box Support- 
ing Strips, and Lathe Holders will 
make you big profits! 





They are quickly and easily in- 


stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 


Independent Switch- Box Supporting 
Strips and Lathe Holders have exclusive 
features which put them far above any- 
thing on the market. Prices are right, 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 





lnilenwiilent 


Stamping Company 
5938 Chene Street 


Detroit, Michigan 

















Reaches the job 
ready to install 


H TT IS the “again and 
Tend) again” of your sales & 
on Pittsburgh Standard 
that piles up your total. 

This patented Thread 
Protected Enameled 
Conduit has the call— 
for the time it saves 
brings an extra profit 
to the contractor. 

He saves, you sell 
more! P. S. will put 
4 itself on your list of 
% “best sellers.” 


PIFISI ISIS EI 


woe rw awe 
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Costs 
no more 

than ordinary 

enameled conduit & 


ENAMELFE D 


PITTSBURGH, PA. 


E TALS CO! 





















New Westinghouse Office in 
Pittsburgh 

New offices for the Pittsburgh sales 
organizations of the Westinghouse 
Electric and Manufacturing Co., and 
the Westinghouse Lamp Co., have re- 
cently been opened on the 14th floor 
of the Chamber of Commerce build- 
ing, Pittsburgh, Pa. J. McA. Dun- 
can has been in charge of the 
Pittsburgh office, serves the 
territory covering one-third of Penn- 
sylvania, one-half of West Virginia 
and about three-quarters of Ohio since 
1912. He is one of the original group 
of men taken from the Union Switch 
and Signal Company to form the 
Westinghouse Electric and Manufac- 
turing Company. 

Barton Stevenson is in charge of 
the central station division of the new 
office. F. G. Hickling holds the posi- 
tion of manager of the transportation 
division and Carl D. Taylor that of 
manager of the industrial division: 
At the head of the merchandising divi- 
sion, F. C. Albrecht supervises the 
merchandising of electrical equipment 


and supplies. 


* * * 


which 


Fortune For G. E. Employees 

Though June 2 was not pay day, 
9,177 employees at the Schenectady 
works of the General Electric Co. 
were paid approximately $130,000 on 
that day. 
turn for the six months ending June 


This represented their re- 


1, on savings which they had put to 
work by investing in the G. E. 
Employees Securities Corp. 

This corporation was formed in 
1923 by the General Electric Co. to 
encourage saving by its employees. 
The Employees Securities Corp. orig- 
inally issued $5,000,000 of 6 per cent 
50 year bonds and 10,000 shares of 
par value capital stock. 

Up to the present time there are 
in all 28,281 employees who have 
paid in full for a total of $8,213,280 
worth of bonds. Interest received by 
employees to date amounts to $301,- 


074.64. 
x * * 


Rome Opens Office in 
Cleveland 

The Rome Wire Co., 
N. Y., has opened a sales office with 
a complete stock of its products at 
Ninth street Terminal warehouse, 
1200 W. Ninth street, Cleveland, O. 
C. R. Evans is district manager in 


of Rome, 


charge. 








vs 
IN VERTICAL 
POSITION 


1. ¥ 
FITTING 


ELECTROLET 


CONDUIT FITTINGS 
Write for booklet 


Killark Electric Mfg. Co. 


3940-48 Easton Ave. 
St. Louis, Mo. 

















“Central Black”’ 
“Central White” 


Rigid Steel 
CONDUIT 


“‘Central”’ 
Conduit 


may be bent 

and __ kinked 

like this with- 

out  flatten- 
ing, buckling, cracking or flaking 
The ductility and finish are exclu- 
sively ‘“‘Central.”” ‘Central Black’ 
s enameled; “Central White’’ is 
galvanized. 


Central Tube Co. 
PITTSBURGH, PA. 
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For 
“Super-Quality” 
Wiring 


For 


Surface Wiring 








WIREOUKC 
Original 
Coil-to-a-Box 
Guaranteed Loom 


American Wiremold Co. 
HARTFORD, CONN. 














TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber. Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 














| A Timely Appeal 

“A President in the Making!” was 
| the title of a window strip distributed 
| by the Music Master Corp., Philadel- 
| phia, Pa., just before the political 
conventions. On one side was an 
| illustration of the convention itself, 
on the other a family circle gathered 
around the radio set and Music 
Master. 

Here was a real argument to win 


over the radio “doubting Thomases”’ 
For the first 
| time in history a nominating conven- 
attended by all the 
The dealers knew it was a 


who want to be shown. 


tion could be 
people. 


good point. All who were interested 


in radio realized the importance of 


the event. 
This window strip brought home the 


message to each prospective purchaser 
who passed the store. The rest of the 
story was told by the cash register. 

* * * 


Acme Electric Heating Co. 
Opens New York Office 


The Acme Electric Heating Co., 


| Boston, Mass., has opened a new dis- 
| play room and office at 164 Federal 
| street, Boston, in the heart of the 
le . . . 

jobbing district. It also announces 
the opening of a New York office at 
227 Fulton street, New York, N. Y., 
in charge of C. L. Haght. 


* * * 


Cudmore in Utility Financing 
Work 


H. H. Cudmore, formerly Direc- 
tor of The Mazda Bureau of The 
General Electric Co., and for two 
years vice-president of The Metro- 
politan Bond Co., in charge of pub- 
lic utility financing, has established 
his own office at 410 Sloan building, 
823 Prospect Cleveland, 
Ohio. The business that he has estab- 


avenue, 


lished is rather unusual in its ap- 
plication as he will furnish to a 
limited number of public utilities 
only, a personal service consisting 
of organizing clients to sell their 
own securities successfully under the 
customer ownership plan. 


* * Xx 


Wayman Appoints Quaker 
City Agent 

The Wayman Electric & Mfg. Co. 
of East Palestine, O., announces that 
it has recently appointed as agents in 
the Philadelphia territory, the Brad- 
lev Co., 2401 Chestnut St., Philadel- 
phia, Pa. 








Sales Records Prove 


This a 


Jobber Product 





The popularity of 
the violet ray has 
been gaining im- 
petus until at the 
present time prac- 
tically every pub- 
lication having 
health and beauty 
departments rec- 
ommend violet 
ray machines. 


The indication 
is that the true 
claims of health 
and beauty value 
of the violet ray 
machine have 
been universally 
accepted. 


It is to be seen at 
once that these 
conditions make 
selling easy for 
you. 


The wise jobber’s 
salesman is going 
to cash-in on this 
continuous profit- 
able publicity. It 
means orders for 
him. 


Naturally the 
Shelton Violet 
Ray is the best to 
sell your trade be- 
cause it 1s unques- 
tionably the finest 
machine on the 
market. Its con- 
struction is an ex- 
ample of the finest 
workmanship in 
violet ray _ con- 
struction. 


Sales records 
prove that the sale 
of violet rays are 
on the increase. 
Shelton Violet 
Ray machines 
have proven the 
jobbers’ best 
seller. 


Retail Prices 
$12.50 to $100.00 








SHELTON 


ELECTRIC COMPANY 


NEW YORK 





CHICAGO 
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RIGID STEEL 
CONDUIT ano FITTINGS | 





The Steelduct Company 


Youngstown, Ohio 








WALGER 
CONNECTORS 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 













No solder, no 
blow torch 
necessary 


Makes _ every 
connection 
100% perfect. 


S. H. STOVER & CO. 
PITTSBURGH, PA. 









Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 S. Wabash Ave. 
105 Peoples Gas Bldg. CHICAGO 















FACTORIES—ATTENTION 


A young man, who is now 
calling on the electrical Job- 
bing and dealer trade in and 
around Chicago, is making 
plans for expansion and wants 
to represent another factory. 


All correspondence will be 
given careful attention. Ad- 


dress Box 813, care of Jobber’s 
Salesman, 53 W. Jackson Boul., 
Chicago. 


Shamrock to Manufacture 
Harkness Parts 
It has been announced that the 
Shamrock Mfg. Co. of Newark, N. J., 


a license to manu- 





has been granted 
facture parts for and with the trade 
names of the patented registered 
Harkness Reflex circuit. This is a 
set and is said to be distin- 
degree of 
the claim 
results obtained 


two-tube 
guished by a very high 
and_sensitiveness ; 
that the 


clarity 
being made 


compared favorably with those of 
three, four and five tube sets. 
te 


Magnavox Has Strong Repre- 
sentation 

Arch R. Strong, formerly 

the Manhattan Electrical Supply Co. 

and later with the St. Paul Electric 

Co., is now northwest representative 

for the 


with 


Magnavox Co. in Wisconsin, 
North and Seuth Dakota, Ne- 
braska, Kansas, Colorado, Wyoming 
and Montana. His headquarters are 
at 801 Metropolitan Bank building, 


Iowa, 


Minneapolis, Minn. He doesn’t say 
whether he will use an airplane or 
a racing car to make’ those nine 
states. 

x x x 


Herwig’s Changes Name 
The Herwig Art Shade & Metal Co. 
will hereafter be known as the Herwig 


Co. An exhibit room where jobbers 
may bring their customers is one of 
the features of the new building re- 


cently purchased by the company at 


1753-57 N. Sedgwick street, Chi- 
cago, Ill. A complete display of 


its cast metal outdoor lighting fix- 
tures is shown in the room, affording 


excellent opportunity for selection. 
Only the retail price of the units 
is listed, so that the jobber need not 
hesitate to bring his prospects to see 
the completeness of the line. 
* * 

Modern Laundry Machine Co. 
Strengthens Sales Organ- 
ization 

Among recent additions to the sales 
organization of the 
Co., 


Thompson as associate 


Modern Laundry 
Machine 
G. M. 
manager, in charge of dealer salesmen, 
and E. F. 
manager, in charge of central station 
Both Mr. Thompson and Mr. 
Barrett come to their new positions 
from the Altorfer Bros. Co. of Peoria, 
Ill. 


Kansas City, Mo., are 
sales 


Barrett, as associate sales 


work. 
































POLES 


NATIONAL POLE CO. 
Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 


























NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show YouHow 
To CashInOnBELL Poles B%y 
J SEND FOR scam. — ney tee = 


Ay 
S (APRMATION i 
/ 


| BELL L {BER CO. f 
MINNEAPOLIS, MINN. 


/ ZA 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 
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“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer ‘profits. 


A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT ©O. 


TRENTON NEW JERSEY 








—_ ~~ ———ed 


AIR - BLAST 


FANS 








ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 


Write us for details. 
THE PEERLESS 
ELECTRIC CO. 

Warren, Ohio 
ee 








“Wrigley 
For Quality” 






= Made of heavier 
= 5s gauge steel 

” =z 3 “ 

= 4 w Can be put through 
Ps = oa smaller holes than 
a zo the ordinary toggle 
o - bolt. 

[= ] 

x= First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, IIl. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 


A dealer merchandis- | 

















Uhl Joins United Electric 


C. T. Uhl, formerly division sales 
manager for the Apex Electrical Dis- 
tributing Co., in the Southwest, is 
now district sales manager for the 
Pittsburgh, Pa., territory of The 
United Electric Co., Canton, Ohio, 
manufacturers of the “Ohio” electric 
cleaner. 


The company announces keen and 


active competition of its salesmen | 


everywhere in its monthly sales con- 
tests, inaugurated with the month of 
April. Prizes are awarded winners 
for most sales in each month, most 











sales any one day and any one week | 


during each month, best story or let- 
ter of hardest sale during each month, 
and weekly prizes for most sales each 
week. A new model “Ohio” cleaner 
is also being awarded to each sales- 


man who sells, individually and with- | 


out assistance, 25 cleaners during 
each month. 


* * * 


New Mill for American Fabric 
Co. 


A fire-proof building is being con- 
structed for the American Fabric 
Co., Inc., of Providence, R. I., manu- 
facturers of insulated wire and radio 
phone cords. The new mill is lo- 
cated at 46 Baker street and has 
13,000 sq. ft. of floor space. Ad- 


| joining land for future expansion has 


been purchased by the company to 
the extent of 35,000 sq. ft. Jacob 
Keuner is president of the company 
and Barney Keunner secretary-treas- 
urer. 

a 


Allen-Bradley Moves Branch 


The Baltimore office of the Allen- 


3radley Co., of Milwaukee, Wis., has 
been moved from 407 Munsey build- 
ing to 110 South Grant street. This 
office is in charge of H. M. Wood, 
whose wide experience in electric 
motor and control application is well 
known and valuable to Allen-Bradley 
customers. 
* * * 


Atlantic Wire N. Y. Head- 
quarters Moved 


The Rome Wire Co., of Rome, N. 
Y., announces the removal of the New 
York office of its subsidiary company, 
the Atlantic Insulated Wire & Cable 
Co., from 52 Vanderbilt avenue to the 
offices of the Rome Wire Co., 50 
Church street. 


The NEW List 


VOLTMETER 


Good radio sets require a good 
voltmeter. Absolutely accurate 
readings are assured by the Don- 
gan Voltmeter. 

Also manufacturers of the New 
Dongan Type C Transformer 
(Audio Frequency). 


JOBBERS 


Get our plan and discounts—write 
now. 
Dongan Electric Manufacturing Co. 
2993 Franklin St. Detroit, Mich. 
Transformers of Merit for 15 years. 




















Kone PRS 
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On 





PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 











GENERAL 
PORCELAIN CO. 





TRADE 


Parkersburg G. Pp Co W. Virginia 


Pat of 


Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 














Y AGER’S 


Soldering 
Salts _ Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 1923 Blue 
Book. 
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190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 
holders. 


The Linemen like them because they are easy 
to install. 


The Superintendent likes them because he can 
depend on them to support the service wires un- 
der all conditions. 


The Manager likes them because of their low 
first cost, low installation cost and no main- 
tenance. 


The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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No. 7111—Eveready 
“A” Dry Cell. The 
best battery for use 
with dry cell tubes. 


Wiu 


No. 771—Eveready 
“C”™ Battery, also an 
ideal “A™ Battery for 
portable sets using 
UV-199 tubes. 


SALESMEN: A great national advertising cam- 
paign is helping dealers sell Eveready Radio Bat- 
teries And intensive advertising in all the impor 
tant trade magazines is helping you sell Eveready 
Radio Batteries to the dealers. This is a reproduc- 
tion of the current advertisement in trade papers. 


Do your customers think of you as radio 
battery headquarters? Do they know that you 
can supply every radio battery need? 


This desirable reputation can be yours if you 
stock—display—push—sell these Eveready 
light-weight batteries. Just right for compact 
sets for automobile and camp use. 


“A” Battery No. 7111. The famous Ever- 
eady Dry Cell Radio “A” Battery. The 
longest-lived six-inch dry cell made for radio 
use. It astonishes the people who buy it by 
lasting longer than they expected. It amazes 
dealers who handle it by the quick growth in 
its sales. There’s money in it for you! 


Eveready “B” Battery No. 763—for portable 
sets only. 2214 volts. Weight only 13 ounces. 
The smallest “B” Battery it is practical to make. 


Eveready Vertical “B” Battery No. 764. Has 


EVEREADY 


- Radio Batteries 


-they last longer 
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No. 764—The space 
saver. Vertical 2234- 
volt “B™ Battery. 
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No. 763—“B” Battery. 
Especially built for 
portable sets. 
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These are the Eveready Batteries for Summer Radic 
—Ideal for Portable and Semi-portable Receivers 


more than twice the life of No. 763, and costs 
your customer only 40 cents more. Weight 
2% pounds. Sell it for economy on semi 
portable sets. 

Eveready ““C” Battery No. 771. The triple 
use battery. Where battery weight must be at 
a minimum, use UV-199 tubes and these bat- 
teries as an “A” Battery for the filaments. 
Weight 14 ounces. Also may be used to build 
up a “B” Battery, or as a “C” Battery in audio 
frequency amplifiers. 

Get your share of the summer battery busi- 
ness. Sell Eveready Radio Batteries—they last 
longer. Ask your jobber. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Ine. 
Headquarters for Radio Battery Information 
New York San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ontario 
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This Will “Warm The 
Cockles Of Your Heart” 


Tom Russell’s New 


“HOLD-HEETER™ 


“It Radiates More Heat’’ 


This is the first publication announcement of our 
new household heater—an appliance that obviously 
and definitely makes all other household heaters 
obsolete. Think of a heater that radiates more heat 
than has ever before been obtained from a 660 watt 
heater, carries a two-year guarantee against ele- 
ment burnouts and retails for $7.50. There’s a trio 
of sales points that drive directly toward your order 


book. 

The “Hold-Heeter” service secret lies in its non-metallic 
(Globar) element. It will burn indefinitely at many hundred 
degrees hotter than present wire elements. Laboratory tests 
prove this. That is why we unqualifiedly guarantee it for two 
years against burnouts—something no other heater manu- 
facturer has ever done. The “Hold-Heeter” will revolu- 
tionize the household heater business—it cannot help it. 
This new appliance is a certain sales knock-out, and be- 
lieve me, the American public is going to know about it 
and to get the full benefit of it. 


HEAT TEST 


Elements Guaranteed Against Burnouts For Two Years 


Because the “Hold-Heeter” delivers so much more heat out in front, less heat is wasted at the 
back of the bowl. You can comfortably hold your hand on the back of the “Hold-Heeter” at all 
times. Try this with ordinary heaters! To prove how much more heat is sent out into the room 
than from any other heater of similar wattage, stand in front of a “Hold-Heeter” for a few mo- 
ments; then do this with an ordinary heater. The difference is instantly felt and appreciated. The 
$7.50 retail price for a heater that delivers heat and lots of it, is low enough to make sales and 
lots of them. Price of heating element only, mounted on Edison screw base, is $2.00. 


To Be Advertised in The 
Saturday Evening Post 


in FULL PAGES! e are going to prove to your dealer’s customers that here is a radiator that 

actually delivers a lot of heat without additional current consumption; that has an ELEMENT 
GUARANTEED FOR TWO YEARS AGAINST BURNOUTS; that 
is an appliance that is really worth while. Will the public buy them at 
$7.50? Judging from the orders for thousands already received from 
jobbers and dealers, THEY WILL. Tell your “Chief” about the new 
“Hold-Heeter”—ask him to get the full specifications. For a real 
clean-up” this is an opportunity that comes but rarely. No matter 
how much you _ paid ed reg * ee merchandise, your boss will 
pay you more if you push the “Hold-Heeter.” 
THERE—GO GET -EM. ase ig a 


The World’s Largest Manufacturers 
of Lamp Socket Heating Devices 


340 W. HURON ST. CHICAGO, U. S. A. 














